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Plus Seven Important Resolutions for 1927 


From an Address Before the N. S. R. A. Convention 


By E. A. BURRILL 


Year 


Retail Contact Man for the Geo. E. Keith Co. 


most profitable merchandis- 

ing in the world. If you have 
an idea and I have anh idea and 
we both exchange, each of us then 
has two ideas and no expense in- 
volved. 

We are all guilty of getting too 
close to our particular problem. We 
think of the shoe business too much 
in terms of a pattern, a price and a 
profit, instead of getting occasionally 
the big look at the year’s picture of 
accumulated results. 

With all the problems which have 
come into the retailing of footwear 
in its many phases, the fundamentals 
are still unchanged. In this presen- 
tation I propose to deal only with 
those fundamentals, illustrating 
them from figures of an average 
business. of $60,000 annually. From 
these simple charts I hope you may 
use proper bifocals to enlarge or 
reduce the illustrations to fit your 
particular situation. 

As a basis for this review of 
fundamentals I would present seven 
resolutions for the shoe retailer of 
1927: 


) ees of ideas is the 


1. To do more volume of business. 

2. To realize an adequate though 
not excessive gross profit. 

3. To exercise a better control of 
operating expense. 





4. To realize a reasonable yet 


sufficient net profit. 





The parents of E. A. Burrill had an 
inspiration when they named him 


Ernest. No other word describes 
him so aptly. He has been with the 
George E. Keith Co. for 13 years, 
during which time, in his capacity 
as retail contact executive, he has 
acquired a wonderful fund of knowl- 
edge and experience. This article 
is more than a mere address. It is 
@ compendium of information gained 
while studying at first hand the prob- 
lems of retail merchants in every 
part of the country 


5. To become a better stock keep- 
er and buyer. 

6. To reduce indebtedness. 

7. To so employ the material, 
physical, mental and moral tal- 
ents entrusted to me, as to ren- 
der a public service which 
shall justify the financial prog- 
ress I hope to make. 

The first two charts, one dealing 
with operation and the other with 
inventories, illustrate simply the 
two objectives, first to do a profitable 
volume, and second, to account for 
it in the financial statement. 

Chart 1 shows that the movement 
of $500 more merchandise at cost, 
with a gross profit on the entire 
volume of 35 per cent instead of 
31.6 per cent, even with the same 
expense account, will result in $4,000 
more total sales and a net profit of 
$4,500 instead of $1,000. 

Chart 2 shows that a stock reduc- 
tion of $3,000 plus an operating 
profit of $4,500 would combine to 
make possible a reduction of indebt- 
edness from $9,000 to $1,500. The 
$4,500 earning would reflect in in- 
creasing the capital account from 
$21,000 to $25,500. If the earning 
reflected in the operating statement 
(Chart 1) does not reflect in the 
financial statement (Chart 2), the 
reason why should be sought out. 
Depreciation and discount would 
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affect both these figures, but I have 
purposely simplified the illustration. 

Handling the “Seven Resolutions” 
in order, the first is “more sales.” A 
good many throw aside all other ele- 
ments of profit making, expecting 
that more volume of business will 
cover up the other mistakes and re- 
sult in profitable operation. As a 
matter of fact, while adequate vol- 
ume is vital, yet there is in many 
eases fully as great an opportunity 
to establish profit, in considering the 
other elements, namely gross profit 
and expense. However, profits ac- 
crue from the last $10,000 of sales, 
not the first $10,000. 


OURS could be devoted to the 

problems of sales building alone. 
I wish to stress one important point 
only, that of creative salesmanship 
in your present organization. Make 
them the sales promotion committee. 
Listen and encourage their ideas. 
Chart 8 illustrates strikingly to how 
great a total pair per day by 
four people would grow. 

Second, a more adequate 
gross profit. The day of 
standard gross profit has long 
since passed. Style value, 
and fit value, must be mer- 
chandised. Gross profit must 
be calculated day by day, not 
merely estimated. It must be 
reckoned by departments. 
Probably in the average case 
the actual gross profit realized 
is nearly 5 per cent less than 
the amount visualized at the 
time of buying. Chart 4 il- 
lustrates the point. 

Any merchant who buys his 
women’s shoes with 75 per cent of 
efficiency is a wonder. If one-fourth 
of the sales are made at less than 
first established prices and yield 
only 10 per cent gross profit, the 
other three-quarters must be sold at 
an average of 40 per cent gross 
profit if the whole amount is to yield 
an average of 35 per cent gross 
profit. Chart 5 proves this point. 


Seles 60,000 
41,000 
19.000 3:6 
renee 
1000 16 


Chart No. 1—More Sales, Better Gross Profit, More 


Net Profit 


‘64000 
41500 
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18,000 2s 
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Failure to provide 
for this situation is 
the one big thing 
wrong with the aver- 
age shoe business to- 
day. 

Third, better ex- 
pense control. I do not 
believe that the retail 
shoe business in gen- 
eral can be rightfully 
accused of extravagant 
operating costs. How- 
ever, the first elements 
of profit in any busi- 
ness are thrift and 
economy. Wasted 
pennies must be eliminated. Aver- 
age expense percentages are difficult 
to establish, but the following chart 
(Chart 6) illustrates general aver- 
ages. 

Naturally, not all the “highs” or 
the “lows”. will occur in any one 
store. The pay roll figures include 
proprietors’ account as well as 
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Chart No. 2—$3,000 Less Stock plus $4,500 Net Profit 


Equals $7,500 Less Debts 


straight selling costs. Straight sell- 
ing cost is not excessive at 8 or 9 
per cent. A man who is paid $1,500 
and sells $15,000 per year is expen- 
sive at 10 per cent. On the contrary, 
a man who is paid $2,000 and sells 
$24,000 is economical at 8 per cent. 
These figures need more study in the 
average store. 

Personal items and excessive draw- 
ing accounts by own- 
ers oftentimes- inflate 
an expense account, 
and some expect their 
business not only to 
carry this excessive 
item, beyond what 
would be paid for com- 
petent management, 
but to show a net earn- 
ing as well. It is un- 
just to expect this at 
both ends. 

Advertising in the 
retail shoe business, 
which has heretofore 
standardized at 2 per 
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Chart No. 3—If Every Man Should Sell One Extra 


Pair Per Day 


cent, is subnormal. I believe that 
3 per cent is not excessive for 
the 1927 budget, and is fully justi- 
fied by the extra volume it will 
bring. 

Fourth, a better net profit. This 
figure is also hard to standardize. If 
it were a more common factor it 
would perhaps be easier to analyze. 
However, for the average 
medium-grade store, I believe 
that the three important per- 
centages should be 35 per 
cent gross, 28 per cent ex- 
pense and 7 per cent net, af- 
ter depreciation has _ been 
cared for either by including 
in the expense or deducting 
from the gross profit. This 
7 per cent should be earned 
at least two and a half times 
per.year, making 18 per cent 
on investment, which is cer- 
tainly reasonable enough to 
eliminate the figures from 
any basis of profiteering. 

Fifth, to become a better 
buyer and stock keeper. A big 
subject, concerning which I shall 
touch upon only four major points. 
First, fewer lines and more sizes. 
It is the lack of a size and not the 
lack of a style that causes most 
missed sales. A stock of 100 lines 
of 40 pairs to a line will do more 
business than a stock of 200 lines 
with 20 pairs to a line. Most all 
shoe dealers are guilty of carrying 
too many kinds of shoes. Chart 7 
shows vividly where over-stock be- 
gins. 

The second point is style merchan- 
dise vs. staple merchandise. Style 
buying usually absorbs about 90 per 
cent of the worry and produces about 
60 per cent of the volume. Staple 
lines should be bought to show a 
double turnover each year. Style 
lines should be bought to be closed 
out in four months from arrival, or 
at the rate of three turnovers per 
year. If it were possible to put into 
figures this story, the following chart 
(No. 8) indicates the main idea as 
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Gross Profit-Expected vs Actual 
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Chart No. 4—Actual Gross Profit Is Always Less Than 


Expected Gross Profit 


nearly as it is possible for me to 
do so. 

Every store will show a varying 
relationship of these figures, but the 
suggestion of budgeting the lines in 
your store and your buying along 
this basis is worth considering. In 
the staples, a load of 900 pairs on 
hand against a year’s sales of 1800 
pairs is a two time turnover. In the 
style shoes a load of 900 pairs 
and a year’s sales of 2700 
pairs is a three time turnover. 
For the total stock a load of 
1800 pairs and a year’s sales 
of 4500 pairs is a two and a 
half times turnover. Also 
notice that while the sales 
program reflects 90 lines of 
style shoes throughout the 
year there should be but 30 
in the store at any one time. 


E third point is turn- 
over. It is the basis of 
earning power in any store. 
Yet there must be that bal- 
ance between rapid turnover 
which brings the earnings and ade- 
quate stock which attracts the cus- 
tomer. A common mistake is still 
being made of considering that a 
stock of $30,000 and sales of $60,000 
reflect a double turnover. Stock must 
be compared with sales at cost, not 
at retail. The above figures reflect 
one and a third turnover. A $20,000 
stock and a $60,000 sales would re- 
flect a double turnover, figuring the 
cost of sales in each case as $40,000. 
The fourth point is sizes. Vol- 
umes could be written on this subject 
alone. Chart 9 indicates in a graphic 
way the whole story. There must 
be a turnover of sizes as well as a 
turnover of kinds. 

The chart below is a condensation 
of 4374 pairs of women’s sizes as 
they sold in a New York State 
store last year, reduced as near as 
possible to ratio of a 40 pair sched- 
ule. 

If sizes sell seven times as fast in 
the middle as they do on either end, 


Chart No. 





then they should be 
bought that way and 
stock should be studied 
with that ideal condi- 
tion in mind. Safe 
sizes only should be 
bought in dangerous 
shoes. Dangerous sizes 
should be bought only 
in safe shoes. 

One of the healthiest 
studies any store can 
make is to composite 
its own sale of sizes 
and put against each 
size the number on 

hand. 

This brings me down to points six 
and seven in the “Seven Resolu- 
tions,” and it is toward the accom- 
plishment of these two things, 
namely, the liquidation of indebted- 
ness and the improvement of the 
general financial condition, that this 
entire discussion is centered. 

May I bring this talk to a close 
with just three brief thoughts: first, 


AVERAGING GROSS PROFIT 


75% 25% TOTAL 
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sary, perhaps more so, is marksman- 
ship, the art of shooting at some- 
thing. 

Second, the three way look. All 
human activity, all history;-is built 
about the past, the present and the 
future. In our lives it is yesterday, 
today and tomorrow. In business 
records it is system, inventory and 
the budget. In education it is 
knowledge, industry and_ vision. 
Where there is no vision the people 
perish. Our ideals are like stars— 
we may not touch them but, guided 
by them, we reach our destination. 


OUR business program for 1927 

requires the three way look. 
First, a sensible analysis of your 
last year’s operation. Second, a 
study of your last inventory com- 
pared with those which preceded it. 
Third, and most important, a budget 
of operation and a budget of your 
objective inventory. The architect 
must precede the builder. 

Third, what about the credit man, 
that cold-blooded, hard- 
hearted individual who, like 
myself, demands figures and 
says yes or no? Only three 
weeks ago it was my privilege 
to sit as chairman in a New 
York meeting of committees 
from three great groups— 
the National Shoe Manufac- 
turers, the National Whole- 
salers and the National Asso- 
ciation of Credit Men. The 
object of the conference was 
to consider ways of coopera- 


tive handling of involved 
5—“Mark-Downs” Must Be Offset by stores. 
“Mark-Ups” Throughout the meeting 


studying the inventory; second, the 
forward look; and third, where the 
credit man and sales manager fit 
into all this discussion? 

First, the inventories. They are 
a point of beginning as well as a 
point of ending. Never study them 
singly. Get your last three together, 
condense them, arrange them side by 
side and study them 
horizontally as _ well 
as. vertically. Your 
assets less your liabili- 
ties constitute your 
net worth or capital. 
In simpler words, it is 
what you’ve got, what 
you owe and what 
you’re worth. To these 
three I would add a 
fourth—what you’re 
going to do about it— 
that is the. budget. 
Business_ requires 
salesmanship—much of 
it. But just as neces- 


RENT 
PAY ROLL 
ADV. 
MISC. 
TOTAL 





there was uppermost this one 
constructive thought, that not only 
must ways and means be devised to 
liquidate those situations where fi- 
nancial difficulty is revealed, but 
there must be preventive work. It 
was an expression of the need for 
the doctor and not the undertaker. 
And so when the credit man asks for 
[CONTINUED ON PAGE 32] 
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Chart No. 6—High, Low and Average Cost of Doing 


Business 
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Crowding the Season 


IKE the old retired fire horse that jumps the 

fence to follow the motor fire bus to the confla- 

gration, it was a national impulse to go to the Chi- 
cago market in the opening days of January. 

The habits of an industry are not easily changed, 
no matter what date for the Easter festival. 
Wherever there are merchants or expectation of 
merchant attendance there you will find salesmen 
and all the crafts of the trade dependent upon the 
dollar that comes in over the fitting stool top. 
This convention was no different than any of 
the others. In fact, that was the rub. Same old 
line up of hotel lobbies and sample rooms. See 
the pretty girls on the runway, mix and mingle, 
eat and drink and be weary. Perhaps the thrill 
was to be found in the sample room. It was not 
particularly apparent on the convention floor, 
when such merchants as Tony Geuting frankly 
admit that the kick seems missing and, as much 
as he likes meeting his fellow merchants, that it’s 
all a pretty tiresome process. 

Many merchants sighed for the robust conven- 
tions that were heated debates on paramount sub- 
jects of merchant importance. These are the days 
of sample room domination of conventions. There 
is buying but practically only on colors. 

Most merchants feel that they have plenty of 
blacks in women’s shoes. Whatever blacks are 
being bought are trimmed with colors. Less than 
forty days of making time remains for an indus- 
try to get a fresh set-up of shoes into the majority 
of retail stores of this country. Forty days of 
manufacturing time is shortened considerably if 
the tanner has not for immediate delivery avail- 
able skins in the light colors wanted. 

The merchant who wouldn’t take a chance in 
December, the manufacturer who wouldn’t take a 
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chance and the tanner who wouldn’t take a chance 
bring the industry into a situation where the 
public will not get a chance to buy the light colors 
it wants at the peak of the season. 

Several seasons the cries have been “Wolf, Wolf, 
Wolf,” and the merchant found that in February 
factories were yawning for business and would 
give pre-Easter deliveries. This is one year when 
the cry is real. There are not available enough se- 
lect raw skins or tanning facilities for an output of 
shoes equal to the demand, and that doesn’t mean 
maybe. If the women of this country call for 
pastel parchment and lighter shades in February 
and March there will be millions of dollars worth 
of business lost to the merchants. because they had 
no shoes to satisfy the demand. 


Men’s Business Revived 


LOWLY but surely over a period of seven years 

better dress for men has been winning its 
silent victory. To take a look at a national con- 
vention gathering five years ago and to use it as 
a measuring stick against that held in Chicago this 
week is to exclaim that the paths of style eventually 
lead to fashion in men’s footwear. When men 
themselves express an admiration for the harmony 
of attire of some one friend or merchant whom 
they see in the hotel lobby, it betokens a revival 
of interest in men’s dress. Heretofore it has been 
impossible to disturb the damned indifference of 
men to either dress or footwear. 

This convention demonstrated one thing—shoe- 
men needed to lift themselves out of the sloppy 
mental condition that had raised a hazard in their 
minds against playing the game of style in their 
stores. 

Now a touch of style on the merchant himself, 
has stimulated him to go a bit further on his stock 
of footwear. There was some wild buying of ex- 
treme novelties in men’s footwear as a gesture of 
defiance to the stock back home. Many a mer- 
chant bought alligator grained calf skins in men’s 
shoes in the spirit that “if nothing else will move 
the men of my community to buy more shoes I'll 
try a drastic and extreme dose of fashion to kill 
or cure.” Therefore, the outstanding feature of 
the national convention at Chicago this year was 
the emphasis on colors in men’s shoes, everywhere. 
Then, too, many merchants feared that the wave 
of black would sweep down on their present hold- 
ings of tan stock and throw them for a loss in the 
early months of the new and optimistic year. 

His buying of wild and weird shoes, therefore, 
was an heroic plunge into new numbers to build a 
breakwater against the flood of black. Some ad- 
vantage was acknowledged in the man—public in- 
terest in wide awake shoes as the season pro- 
gresses. The main idea was to fight black with 
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color, for a black shoe is the universal foot cover- 
ing, whereas any of the tans need some balance 
of harmony or contrast with the suit worn. 
“Fight blacks in springtime or the men’s shoe 
business perishes as an active part of the shoe 
game” was the opinion of many merchants and 
they backed it up. Buying is on the defensive. 
The passive period in the men’s shoes game has 
gone. Now is the time to fight. 
* * * 
S a style pace-maker the “Rambling Rumanian,” 
as Will Rogers called her, was not much of a 
criterion. On one occasion she wore pumps that 
did not fit and on another she wore boots. The 
trade cannot get much inspiration from that. 
It will be better to follow the lead of some of our 
own, home-grown queens. They are at least con- 
sistent in wearing low ie 
G 


BOOT AND SHOE RECORDER 31 


wear. Just as the hat man anticipates his Season 
so the shoe man is learning how to get the jump 
“on the public purse.” 


* * * 


SHOW window may be so elaborate that it 
obscures the merchandise. Backgrounds with 

too much scenery pull the eye away from the 
shoes that are displayed. A background should 
set the shoes out in sharp relief or contrast to the 
background. Shadows and reflections may defeat 
the best intentions of the window man. A dark 
background acts as a reflector just as the silvering 
on a mirror. The only excuse for a dark setting is 
when shoes of a very light shade are displayed. A 
light drapery will show off dark shoes to the best 

advantage. 


I~ 








cuts. . 


* * 


EN the alleged 
funny man on a 
newspaper runs out of 
material for gags he 
usually turns to the 
shoe store or to shoe 
styles as a source 
of inspiration for wise 
cracking. Most of the 
time his stuff is mis- 
leading, false and un- 
fair. Educate them, 
brethren, tell the news- 
paper men the truth. 
Get them on your side 
for once. 





shoe business. 


things that it contains. 


* * * 


O merchant should 

think of making a 
rush trip to one market 
and then back home 
again. He should com- 
bine many markets in 
his circle around the 
country. He can com- 
bine business and buy- 
ing and make it a com- 
bination of profit for 
himself, and “idea-get- 
ting” for the store. 
Prepare now for early 
Spring Openings be- 
cause it is the sense of 
the trade that shop and 
drastic clearances will 
be followed by early 


father. 


intelligently. 


use their gray matter. 


In our stores we insist that our managers take this 
magazine and after having read it thoroughly pass 
it around to their salesmen in order that the whole 
Petot organization can get the benefit of the good 


Wishing you continued success, I remain, 
Respectfully yours, 


PETOT SHOE COMPANY, 
(signed) Everett E. Petot. 


Everett E. Petot is an able son of an able 
He knows how to read and think and act 


And that’s a whole lot these days. 
Also, he wants his managers to know how to 


The Boot and Shoe Recorder helps Everett to 
help others in his organization. 


No wonder they’re successful. 
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Ww ' ee 
The ‘Reason Why 


PETOT SHOE CoO. 
Cleveland, Ohio 


The Boot and Shoe Recorder is not only a maga- 
zine which it is a pleasure to read, but it is of real 
practical assistance to any one connected with the 


HE flashily dressed 

salesman may be 
pretty to look at on the 
street but he is out of 
place in a store. A 
woman was being 
waited on by a sales- 
man who wore loud 
clothes,. a flaming tie 
with a large diamond 
stickpin. On his hand 
was a tremendous ring 
with a setting of bril- 
liant jewels. She could 
not fix her eyes on the 
shoes. That ring on 
the hand and that stick 
pin seemed to charm 
her as a snake is said 
to charm a bird. And 
he, poor lad, wondered 
why he could not sell 
her. 








* * * 


OO many Santas. 

Too many stores 
with cheap imitations 
of the old saint. No 
wonder children doubt. 
With a Santa on every 
corner and in every 
store the little ones 
begin to ask questions 
that cannot be an- 
swered. Next year let’s 
keep Santa in retire- 
ment and preserve the 
illusions so dear to the 
small folk. 


President. 





presentation of all foot- 
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your figures, remember he is 
probably just as anxious to 
sell as you are to buy. If he 
is the right type of a credit 
man he is as anxious to use 
these figures as a basis to help 
as well as a basis for credit. 
Remember, in his position he 
is dealing with hundreds of 
statements like your own. He 
ean if he will reflect to you 
this accumulated experience. 

Finally, all these charts get right 
back to Nos. 1 and 2 in the final 
analysis. And the big question to 
me is, have I brought out a single 
constructive thought which may be 
helpful to you? And the big ques- 
tion to you is, what are you going to 
do about it? 

The retail shoe business, gentle- 
men, is fundamentally sound. 
Problems we have aplenty, 
but problems spell oppor- 
tunity, and opportunity calls 
for man power, lots of it. 
Proper footwear gives the 
men and women and chil- 
dren of the world greater re- 
turn for the money spent 
than any other item of wear- 
ing apparel. Nineteen tons 
of flesh, bone and troubles 
are pounded into the average 
pair of shoes every day. The 
percentage of barefoot people 
in the United States is very 
small. 


N conclusion, one little story. In 

ancient Persia by the Indus River 
dwelt a man named Ali Hafed. Tir- 
ing of eking out an existence, he 
yearned to go forth in quest of dia- 
monds, to find wealth instead of pro- 
ducing it. He sold his farm and 
after a few months of wandering, 
his discouragements led him to sui- 
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Chart No. 7—Most Stores Have Too Many Lines and 


Not Enough Sizes 


cide. Shortly after, the man who 
bought his farm found peculiar 
stones in the river bed and, taking 
them to the high priest, he pro- 
claimed them diamonds of the rarest 
type. And, gentlemen, this is not 
mythology; it is fact, for it was in 
this way that the great diamond 
mines of Golconda were discovered. 


An \deal_ Stock Oreneiiiies 
NOA LINES  PRSperLINE 
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Chart No. 8—Staple Turnover vs. Style Turnover 


And it is this story of Ali Hafed 
which gave the great Russell Con- 
wali the basis for his wonderful 
world-famous. story and _ lecture, 
“Acres of Diamonds.” 

The discouragements of the shoe 
business have been many, but the 
light is breaking on the horizon and 
the law of the survival.of the fittest 
finds ample proof in the attendance 


TO 
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Chart No. 9—-A Year’s Sale of 4374 Pairs Reduced 


to 40 Pairs 
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and spirit of this great con- 
vention. I believe that the 
shoe business is headed for a 
higher plane of consideration 
among people, that the proper 
fitting of feet will come to be 
a science and not merely a 
business, that there will be 
adequate reward for those 
who are competent and that 
the incompetent must drop 
out. 

Get your fundamentals or 
ganized right, perfect the de- 
tails, and, guided by knowl- 
edge, industry and vision, ! 
feel confident that we shal! 
still find that this.great industry of 
shoemaking and this great organiza- 
tion of shoe retailers has right in its 
own possession its “Acres of Dia- 
monds.” 


Repair Shop Expands to 
Chain Shoeteria 


ELLING 100,000 pairs of 

shoes in one year on a 
side street, two and one-half 
blocks from the main thor- 
oughfare, is the record estab- 
lished by the Harry Gilbert 
Store, which has expanded 
until it has the largest floor 
space of any shoe store or 
shoe department in Columbus, 
Ohio. Starting in 1910 as a 
repair shop which sold a few 
second-hand shoes, the Gilbert 
establishment now has a 
chain of five stores in Ohio 
and Indiana with headquar- 
ters in Columbus. The first 
branch store was opened four years 
ago. 

Buying as a jobber and selling 
as a retailer, this business of 
Gilbert’s is really an adaptation of 
Ford’s idea to shoe retailing. Prac- 
tically all the store’s shoes are dis- 
played on racks so that self-serving 
is a factor in cutting overhead. 
Clerks are paid on commission basis. 
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Chart No. 10—Sizes Sell Seven Times Faster in the 
Middle Than on Either End 
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On the Hand of fa,hion 


OOK for a development of smart tailor made cos- 


tumes for Easter. The very short skirt with its 
simple plaits and severe trimness makes an opportunity 
for tailored types of footwear for that time of the year. 
If felt hats continue to be as popular there is every reason 
to believe that the moderate use of suéde as a body for 
the shoe will be advisable. 

On the hand of fashion we show a very smart tailored 
shoe made up in three materials. Many spring models 
embody the composé theme so important in spring frocks, 
by giving two colors equal importance rather than using 
one color for the base of the shoe and another for the 
timming. This combination of colors and materials typi- 


The shoe above, on the Hand 
of Fashion, is for tailored wear 
and is a new adaptation of the 
front strap and the use of three 
harmonizing materials 


fies the mode of elegance which is the veritable symphony 
of spring styles. 

There is also a place for extreme novelty shoes— 
those that have cleverness of design that makes the shoe 
very conspicuous. The beauty about shoes of this charac- 
ter is the fact that they cannot be constantly worn. They 
are good for certain events, and to be worn with certain 
costumes, and by their extremeness of design give a 
thrill to the wearer who wants to be the life of the party. 

More of these unusual shoes will be developed this 
year than ever before in the history of the trade. The 
merchant should consider them as window features, as 
well as extreme novelties for extreme dressers. 


A bird of a shoe—it is weird, 

wonderful and wild, even to its 

lopsided strap. It is the first 

bird of Springtime and very 
colorful 
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C. K. Chisholm, of Cleveland, has started 
the interest in new leather finishes in young 
men’s shoes—his advocacy of alligator grains 
was made nationally at the N. S. R. A. 


Hawve Men 


Convention 


A Chanee to be More /tyleful “~ 


AN “a young man’s 
fancy lightly turn to 
thoughts of love” in 

the springtime if he has on 
a pair of heavy shabby 
shoes? Even if his fancy 
has such a leaning, the ob- 
ject of his fancy after giv- 
ing him the once over will at once 
classify him as an undesirable. After 
the Shebas have given him a couple 
of jolts of this nature, big Junior 
somehow will dig up the necessary 
cash for a new pair of classy alli- 
gators or even a pair of blonds. 
And they won't be heavy and clumsy 
either. 

During a State convention in 
Indianapolis several years ago, Earl 
C. Logan was conducting a round 
table on men’s styles. He asked a 
merchant if he did not think it ad- 
visable to put more punch style in 
men’s shoes. With strong Jewish 
accent he replied something like this : 

“Vell, I t'ink de trouble wid most 
of us is dat we are spending so much 
time looking after de little chickens 
dat we forget dat for every little 
chicken dere is a little rooster; but 
de little chicken is so much cuter dat 





The urge to deck himself out in 
novelty shoes has hit the male 


creature right between the eyes 





Summer shoes should be 
light in weight and different 
in material. Here is a brown 
alligator with a nine iron 
sole, small stitching on the 
wing tip. It is Frank Quig- 
ley’s idea of the “Black Bot- 
tom” to keep step with the 
dance 


we cannot see de old rooster. 
“De chicken want some- 
thing different every minute 
and we run our heads off 
trying to get it for her. Then 
we have to spend all our 
money telling them about it 
and do not have any money 
to tell de men what we have for them. 
“We seem to tink men will come 
in anyway and men’s styles do not 
change so fast. Anyvay, we are all 
thinking about de chickens.” 


In November, C. K. Chisholm, one 
of the leading exponents of more style 
in men’s shoes, was debating with 
Frank Quigley as to an outstandin2 
type of shoe that would make a hit 
with the young men who wanted to 
be right up to the minute. 

A happy inspiration came to him 
and he ordered 350 pairs of alliga- 
tor printed calfskin to be made up in 
smart patterns in the light tans and 
alligator colors. The shoes made a 
hit the minute they were presented. 
3y the middle of November he had 
wired for 750 more pairs, and before 
Dec. 1 he had increased the order to 
1000. The shoe has style appeal. Mr. 
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Here is a “hot dog” num- 

ber. Medium — tan-brown 

alligator, dark brown trim. 

This shoe has gable edge 

and two nickel eyelets with 
four hooks 





some- 
minute 
ds off 
. Then 
ll our 
out it 
money 
them. 
come 
lo not 
are all 


n, one 
e style 

with 
ndin2 
a hit 
ted to 


> him 
lliga- 
up in 
s and 
ade a 
onted. 
> had 
efore 
ler to 
. Mr. 










Chisholm plays it for all it is worth. 

His approval of the use of alliga- 
tor grain calfskins has made many 
other merchants see the opportunity 
in these new styles. 


The light weight idea as a twelve 
month proposition, coupled with the 
thought that shoes should be changed 
as often as the socks a man wears, is 
a real program for the industry, an- 
other merchant says. Merchants who 
carry staple shoes are not merchandis- 
ing them, they are only selling them, 
is the opinion of this same man. The 
chances of being stuck with the right 
high styles is much smaller than with 
the alleged staples. This is not a 
brief for merchants to sell or to load 
up on just the jazz stuff, but to have 
enough to leaven the heavy soggy 
mass of shelf warmers. A few ex- 
treme novelties displayed in the win- 
dows will do wonders in selling the 
medium and plain shoes. 

Another merchant says: “The 
sooner we get away from the adver- 
tising phrase of “Summer-Weights” 











The sportiest year in men’s 

footwear ts just ahead. This 

shoe is of medium tan calf, 

same shade alligator ball 

strap and foxing, two tone 
eyelets 


One of the cleverest things 
in men’s shoes is the re- 
versed heel. The straight 
inner edge has been rounded 
so that the entire heel looks 
like a square doughnut 





The shoe above and below 

shows how it is possible to 

use other fancy imprint 

grains to doll up the new 
shoes 





Light tan alligator in a nov- 
elty pattern, toe and quarter. 
The vamp is of caracul calf 
and the collar in the same 
imprinted leather 


we will be much better off. Do wom- 
en wear light weights and winter 
weights? A few years ago one hat 
would do a man a whole year. Now 
he buys several hats, all of a light 
weight. The light weight shoes feel 
easy and comfortable the minute they 
are put on. That uncomfortable ex- 
perience of breaking in a pair of 
shoes is done away with. I believe 
that there is an opening in every city 
for an exclusive young men’s shoe 
store. When the boys get sick of 
a style, just feed them another. But 
for Heaven’s sake, don’t do what the 
shoe men did last year to blond 
shoes. Nearly every merchant got 
scared because they felt that these 
shoes would not wear their customers 
a full year, and so killed the color. 

The customers were satisfied, they 
had something new, but the poor 
innocent merchant who was so solicit- 
ous of their welfare said, “I really 
must not sell you any more of these 
shoes for you might be obliged to 
buy another pair in a few months.” 








The Chinese slipper mo- 

tif ts the basis for the 

use of fine fabrics and 

gold kid. This is one of 

the six sisters of style 
above 


Six little sisters of style, all of the same pattern, but 

thrown into different materials by Joe Michaels of 

Saks-Herald Square, New York. New and beautiful 

vamps in the piece are shown im the background as 
selected by him in Paris 


es. 


AS A NEW MOTIF 
FOR. SELLING 


a Cal 


HE successful shoeman of the fu- 

ture is the one who will make a study 
of fashions as he made a study of algebra 
in school, says Hilda Rau, whose author- 
ity is accepted throughout the industry. 
It may not interest him. It may be hard, 
but the man who is to be successful in 
a big way will do it. 

Today color is only one of the items 
that is considered in suiting the shoe to 
the costume—and the harmony between 
the shoe and costume is as important on 
the golf course as in the ballroom. Every 
shade of formality between the shoe for 
actual sports wear and the slipper one 
would wear to the opera must be care- 
fully observed. A well-dressed woman 
would not wear the same shoe to par- 
ticipate in a game of golf that she would 
wear to watch the game; nor would she 


Water lily with its pale 
cream color over a pas- 
tel colored patent leather 
vamp for a novelty shoe 
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Wonderful effects in 

fabrics are coming into 

the evening footwear of 

springtime. . All the col- 

ors of the rainbow have 

their place in this jew- 
elled slipper 





January 8, 1927 


~ 2 


Satins have a place in the scheme 

of things when combined with 

leathers for decoratwe purposes. 
Here the blacks are all in tune 


wear the same slipper with a tailored 
dress that she would with a softer style 
costume. 
Sut this harmony between shoe and 
costume is not a simple matter. ' The 
really well-dressed woman does not so 
match her shoe to her dress as to suggest 
a subtle harmony. Sometimes the shoe 
matches, more often it contrasts—in just Whether it is dice or 
the right way; and often it simply re- dominoes, it is all the 
flects a note struck somewhere else in the same to the vamp. Here 
costume. For example, you have. ging- ig bm bing oid fetch 
ham shoe—in green and white ‘checks. with inlays of black and 
Was that shoe designed to be worn with white on the vamp 
a green and white checked gown? Cer- A 
tainly not! nor even with a gown trimmed ——— 
with green and white checks. That would ® 
be too obvious for the well-dressed 
woman. Only an amateur would do that. 
No—that shoe would be worn with a 
plain, light green dress, a plain white 
dress or, at most, a white dress trimmed 
eS with a plain green fabric—or a white 
variation of a one strap dress worn with a green hat, a parasol 
with a pearl lustre leath- ora scarf. 
er for trimmings You have a black patent leather slipper 
trimmed with gray lizard. It should not 
be worn with a black dress trinifaed with 
gray—but with an all-black dress, and 
the gray note should be repeated in the 
hat or fur, etc. 
It is a better rule to have the shoe 
or the trimming on the shoe match some 
other accessory in the costume than to 
match the coat or dress itself. This is 
how the idea of matching the bag and 
shoe arose. 


Criss-cross and gingham calf is a fashion vogue that has met 

with national acceptance. The leather man as a stylist is revealed 

in this design of the Barnet Leather Co., Inc. The heel and the 

collar are in a different and informal polka dot grain, but in the 
same color 
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Sports wear, and par- 
ticularly sports coats, will 
play an important part in 
the costuming of Ameri- 
can women in March, 
April and May. 


This sports coat of tan 
basket weave wool mix- 
ture is in light tone simi 
lar to pastel parchment 
in footwear. It is de- 
signed by Worth of Paris 
and imported by the 
“Dry Goods Economist” 
of New York. The col- 
lar and cuffs are of baby 

calf 


All Colors to Harmonize in Tones 
This means that 


various shades of the same tone of color must go through the whole 


ASHION gives its approval to composé colors. 


garment. : 

Hosiery and footwear must also fit into the picture. In this particular 

sports model the shoes are of imprint leather on a high luster light 

brown leather with figured design. It combines with the baby calf trim- 
mings of the coat to make complete harmony. 
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March, 


of tan 
1 mix- 


Afternoon wear will be 
more decorative. Here 
is a coat by Brandt of 
Paris, imported by the 
“Dry Goods Economist” 
of New York. 

This coat in black crépe 
marocain is lined with 
rose crépe and embroi- 
dered with rose grosgrain 
soutache in ombre effect. 
A novel tier hem is 
formed by small separate 
pleated motifs of the 

fabric 


Shoes to Catch Color of Trimmings 


OUCHES of color in the costume fit into the scheme of color in 

the shoes. The high colored patents and the metallic finishes of the 

new leathers should combine with some one note in the costume making 

the trimmings harmonize with the shoes. This is the other motif that will 

predominate for spring. On the opposite page you see the harmony of 

colors ; in this one the harmony of trimmings. The bag should have tones 
of color to match the shoes. 
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O to plan the store that its 
S appearance reflects the qual- 

ity of the merchandise is al- 
ways desirable. To keep it, archi- 
tecturally speaking, in the right 
family, also is desirable. To com- 
bine the two is difficult. One of 
San Francisco’s newest stores, the 
Keith-Bopp Shoe Shop on Powell 
Street, has accomplished both to nice perfection. 


Not only does it look like a style store, which it is, 
but in it the architect has incorporated the Spanish 
motif, reminiscent of the original settlers of California 
and their influence. It has been modified just enough 
from the original Spanish to get away from the coldness 
and formality which are characteristic of that architec- 
tural type. Soft lights, warm colored walls and a cheer- 
ful patterned carpet impart an air of comfort. Com- 
fort also is emphasized in the informal seating arrange- 
ments, luxuriously upholstered love seats and armchairs 
inviting the customer to linger longer. 


Novel sand blast treatment has been used on the walls 
of the windows. The faintly iridescent finish makes 


HARMONY BETWEEN 
MERCHANDISE 
AND STORE—ALWAYS 


«If Shoes Are Styleful, Make 
Your Equipment Help 
Tell the Story 
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a very interesting background for 
the display of all colors in shoes. 
The window frontage is one of the 
widest for stores of this type in 
San Francisco. The entire 34 feet 
across the front of the store is 
virtually all glassed, the windows 
proper being 22 feet deep. 

One of the interesting features 
of the window arrangement is the absence of window 
backgrounds, a very lacy. sort of wrought iron grille serv- 
ing as the only dividing line between the windows and 
the store proper. The plan affords passers-by an alluring 
glimpse of the interior. 


Two young men, Harry L. Keith and Theodore E. 
Bopp, bring to the ownership of the store years of ex- 
perience with some of the most brilliant shoe merchan- 
disers in San Francisco. Mr. Keith has been an as- 
sistant buyer in the shoe department of the White 
House while Mr. Bopp has been manager of Frank 
More’s store at 285 Geary Street. Members of their 
selling staff come to the new store from leading style 
shops. 
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Ti popular price boys had 
their great innings during the 
Chicago market week. A very 
thorough examination of buying rec- 
ords was made, with this surprising 
result—merchants flocked to the 
Hotel Morrison, Palmer House and 
La Salle because in these gigantic 
sample rooms everything was the 
business of buying and selling. The 
Hotel Sherman suffered in the vol- 
ume of business transacted because 
it combined so many extra features, 
a noonday convention interruption, 
a style show divertissement, and 
the natural activity attending any 
place that has a semi-political con- 
vention atmosphere. 

Sample rooms at the Hotel Sher- 
man frankly crossed off the directors 
and representative shoe merchants 
closely affiliated with the manage- 
ment of the National Shoe Retailers 
Association as a dead loss, because 
their many activities precluded any 
possibility of their looking at shoes 
with a buying impulse. The other 
hotels had one thing alone to accom- 
plish, and that was the buying of 
shoes. There were many more lines 
represented in the outside hotels 
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than in the abode of the “Cooper- 
ators.” This was a buying week and 
nothing else. Precisely 155 men at- 
tended the first convention session. 
An explanation of this is possible 
through the fact that most mer- 
chants frankly figured that they 
would be able to read the highlights 
of the convention in the RECORDER 
later. Their immediate needs were 
for extreme style footwear. 

The hot numbers were whispered 
from man to man and the more ex- 
treme the styles the more their 
favor, and in the jazz atmosphere of 
a big week in Chicago many weird 
shoes were bought with the feeling 
that the public needs a thrill. If 
there were crowded hours in the 
sample rooms, what about the 
crowded production in factories, 
with pastel parchment popular but 
scarce and fancy paisley, gingham 
and plaid leathers needed for trim- 
mings and precisely the correct color? 


LL future conventions and mar- 
ket weeks hang on delivery 
dates of shoes bought in the hurly 
burly of this week, where the demand 
was so heavy for colors that factories 
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More Than a Three Ring Circus 


Larger Business at Outside Hotels Than at Convention Headquarters 


are facing impossible accomplish- 
ments. The merchant will not long 
continue to be disappointed on de- 
liveries, but will see the necessity of 
following the lead of big retail organ- 
izations. These leading merchants 
invariably place their orders in ad- 
vance of conventions and then tell 
other merchants, thereby crystalliz- 
ing their own decisions. 

Jesse Adler said: “If I don’t buy 
beforehand I buy something I should 
not, and I get stuck.” 


HE real highlights of the market 
week were national acceptance of 
still lighter colors and mixtures of 
three or more materials or colors in 
each shoe—not a plain shoe in the 
entire city with the exception of 
white bucks. The trimming becomes 
the paramount feature of the shoe. 
A tremendous upgrading of shoe 
prices at retail and the “quality 
first” idea is universal, in the belief 
that if more pairs are not to be sold 
in 1927 the thing to do is to make 
and price them better. The indus- 
try is set for making a profit this 
year on a volume of business equal 
to last year’s. 
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Convention Largely a Luncheon 


Table Gathering 
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Few Merchants Attended Sessions at Chicago 


AILY during the convention a 
small but faithful group of 


merchants listened to associa-. 


tion business matters, announcements 
and set speeches. The majority of 
merchants in Chicago figured that 
they would rather read the accounts 
later published. 

One hundred and fifty-five mer- 
chants were in attendance the first 


day and approximately the same at” 


other sessions. The preliminary 
business, such as addresses of .wel- 
come, invocation and greetings, were 
followed on the first day by Presi- 
dent Baird’s address. He urged the 
merchants to study carefully their 
real local conditions:and to compare 
them with average national condi- 
tions so as to bring about a correct 
buying of style shoes. He indorsed 
the Styles Committee findings and 
urged merchants to look around in 
their own home town or in any city 
anywhere and to pick out a particu- 
lar merchant of the so-called suc- 
cessful type and frankly ask him a 
few questions, because he is usually 
well posted on shoe style informa- 
tion. 

He appointed the following com- 
mittees: 

Election Committee—Jesse Adler, 
New York; W. M. Laird, Jr., Pitts- 
burgh; O. S. Poe, Little Rock, Ark.; 
Reuben Stiefel, Memphis; R. E. 
Sager, Green Bay, Wis. 

Resolutions Committee—Chas. E. 


Williams, St. Louis; Harry E. Fon- 
tius, Denver; J. C. Fedler, Jr., 
Louisville: — 


The Banker’s View Point 


Frederic S. Pope, vice-president 
of the Chicago Trust Co., was the 
next speaker on the program, taking 
as his subject “The Banker and Re- 
tail Business.” 

He said: “Use the bank and 
banker and make the latter in a 
sense your partner. Borrow from 
the bank and take your discounts. 
It is an easy way to make money and 
it strengthens your financial posi- 
tion.” 


E declared that banks deal in a 
commodity that has but one 
style, one quality and for the most 
part one price. How, then, can the 
banks compete with one another? 
Successful banks are such, he said, 
because they render better service. 
He further suggested that merchants 
can more successfully compete by 
rendering more efficient service as 
well as through style and price. 
The final speaker was Earnest A. 
Burrill, retail contact man- with 
George E. Keith Co., whose speech 
and charts were the best feature of 
the convention and are printed else- 
where in this issue of the BooT AND 
SHOE RECORDER. 
The open forum on his charts was 
the one flash of the convention rem- 


iniscent of great conventions of the 
past. 

At the opening of the Tuesday 
noon luncheon session a letter was 
read from the Brooklyn shoe manu- 
facturers urging that retail mer- 
chants, when ordering a certain 
leather from a particular tanner, 
tear off a swatch rather than desig- 
nate a number when sending the 
order. The copy of a tanner’s letter 
sent by the manufacturers was read 
which warned retail “merchants 
against .the selection of colored 
patent leathers for use of either 
vamps or quarters. Any shoes made 
from these leathers will be made at 
the risk of the merchant. 

Miss Merle Higley of the Brown- 
Durrell Co. was the first speaker. 
Her subject was “Hosiery in the Re- 
tail Shoe Store.” Her talk will ap- 
pear in an early issue of the RE- 
CORDER. 


John McKeon’s Message 


John C. McKeon, president of the 
National Boot and Shoe Manufac- 
turers Association, read a paper of 
much importance to the shoe indus- 
try. His address in part follows: 

“The production of American 
manufacturers of shoes for women 
has reached a stage that, from a 
viewpoint of colorful footwear—and 
that is the broadest sense of the 
term, whether blacks or colors—is 
startling and, as applying to massed 
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production, unsurpassed by any na- 
tion in the world. 

“Our women’s shoes have reached 
a combination state of perfection 
through the element of beauty and 
comfort that ten years ago was never 
dreamed of, which is gradually find- 
ing its place in the forefront of 
items necessary to the comfort and 
confidence which womankind demand 
in the completion of the ensemble. 
- E have wisely decreed, for 
the coming spring, a colorful 
season. And, after all, why should 
we not? The short skirt is having a 
high old time. While I will not deny 
the advantages of black at times, we 
need color to exploit the joyous side 
of life which we all love. The ex- 
ception, of course, is the use of black 
for the accentuation of height or 
slenderizing of the figure. 

“A colorful season is something 
to conjure with, and I might say 
prolong it as far as it may be prac- 
tically possible. It seems as if we 
are working on rather sane lines 
when we deal with -the fairly un- 
changing character, that is, as to 
volume, of lasts and patterns. Never 
was there a time giving such oppor- 
tunity to manufacturing and re- 
tailing, individualizing and display 
of taste in the presentation of foot- 
wear like the present.” 

Chas. W. Evans, past president of 
the National Shoe Travelers Asso- 
ciation, in his address urged a 
stronger spirit of cooperation be- 
tween the traveler, -retailer and 
manufacturer, and a practical style 
to be presented to the American 
public at big auditoriums. 


Tony Geuting Talks Style 


Anthony H. Gueting, taking the 
place of John J. Holden, said: 

“We. know that style is an impor- 
Each 
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year certainly brings its new mood 
and every generation brings its new 
idea, and we have to cater to those 
moods and those ideas, and unless we 
do we are not successful retailers. 
“We might say today we are going 
to sell a lot of parchment kid for 


next summer. We believe it is go- 
ing to invade the white season to a 
great extent, and yet, at the same 
time, there is not a man in this room 
that can positively say to what ex- 
tent parchment kid is going to sell. 
Will you buy 100 pairs? Will you 
buy 500 pairs? It is almost like go- 
ing to the stock market and trying to 
decide what stocks are going up and 
what stocks are going down. And 
are you getting the proper mark-up 
to cash in on this wonderful style 
proposition? 


“CATYLE is absolutely a great ad- 

vantage to the shoe trade. There 
never was a time in the history of 
the world when the foot has been so 
much in display as it is today, and 
it is a great thing for our industry. 
It has increased the number of 
pairs that people wear. It is not 
unusual to find a woman with 25, 30 
or 35 pairs of shoes today in her 
closet. And that, of course, means 
business. But the question is, Are 
you up to the standard of knowing 
to what extent you are gambling on 
the styles that you are selling, and 
are you getting the proper mark- 
up?” 











Nee year’s N. S. R. A. 
Style Show will be held 
at the Stevens Hotel in Chi- 
cago, during the first week in 
January. The retail mer- 
chants themselves are to again 
stage a complete style show 
‘with geographical divisions 
represented. 














A New Idea from Ted Orr 


Tedd Orr of Cincinnati, chairman 
of the Women’s Styles Committee, 
said: 

“TI have found in our city at home 
that the more stores that show one 
general style, the more authority 
that style has with the public. That 
is, if one store picks out one style 
of shoe and it is the only store in 
town that shows it, that one style 
has not the authority with the wo- 
men as if all the stores in town were 
showing it. That is one of the big 
assets of the National Styles Com- 
mittees. They get together and 
they decide on certain materials, 
certain lasts and certain heels, and 
all are going to be very definite for 
the next season. These reports get 
a lot of publicity throughout the 
country and the women get to recog- 
nize those materials, lasts and heels, 
and the styles that far, at least, will 
be good and have the authority with 
the women. It makes it easier for 
the retailer that way. 


S UR biggest problem in our 

store has been to decide on a 
method of merchandising those 
styles. Now, last year we had a very 
colorful season. We had to talk a lot 
about color types, colored kids. You 
have all heard a lot about that. These 
colored kids changed in color and 
changed in patterns. Our problem 
is to put this over to the buying 
public in some new manner so that 
they do not recognize them ‘as the 
colors of last season but as new 
colors and new styles.” 


Adler on Men’s Styles 


Jesse Adler of New York said: 

“At present in New York City and 
in Chicago the blacks are from 60 
to 75 per cent of the sales in men’s 
shoes. We all know that, with the 
advent of light colored clothes dur- 


[CONTINUED ON PAGE 48] 
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Something New in a Style Show 


forms, seven steps high, sixty 

girls represented San Francisco, 
Los Angeles, Portland, Denver, 
Texas, New Orleans, Minneapolis, 
Green Bay, St. Louis, Chicago, Dan- 
ville, South Bend, Cleveland, Cincin- 
nati, Louisville, Wheeling, Alabama, 
Florida, Georgia, Macon, South 
Carolina, Buffalo, Philadelphia, New 
York City, and Boston. 

To martial music the girls formed 
in ranks on the platform, stepping 
down the ballroom floor, each divi- 
sion to its own local music which 
brought about enthusiasm and local 
pride. Then one by one, leading 
with Miss San Francisco, each local- 
ity displayed the shoes. After seven 
ups and downs the girls paraded 
back to the stage and did a serpen- 
tine around the room and over the 
platform. The show therefore was, 
in a large part, a cabaret feature, 
but at the same time very significant 
of the types of merchants’ selections. 

For the purposes of concentration 
upon one thing at a time the first 
style revue was on sport shoes alone; 
on Wednesday afternoon shoes for 
street wear, Wednesday evening, 
semi-dress wear; Thursday after- 
noon, dress footwear; leaving the 
showing of evening slippers as a 
banquet feature Thursday night. 

One thing is positive, the idea of 
merchants operating their own style 


& a Ziegfeld setting, seven plat- 


ory 


show with shoes from their own 
stocks is a new and better trick out 
of the style show bag. Chicago alone 
had ten models and every large shop 
within the Loop cooperated. 
It was expected that the regional 
idea would bring out typical shoes 
good in each geographical division 
of the country. The first showings 
on the runway indicated mostly that 
Portland, Ore., and Macon, Ga., had 
much in common that, barring a lit- 
tle climatic difference between Bos- 
ton and New Orleans, there was a 
marked similarity in shoe showings. 
The sport shoe revue was conspicu- 
ous for these style pointers—tie ox- 
fords led by 40 per cent; 30 per cent 
fancy cut-out oxfords, and ties over 
the instep, 20 per cent; 10 per cent 
fancy pumps and gore effects. Out- 
side of the white buck numbers there 
wasn’t a shoe on the runway that 
wasn’t fancy trimmed. If the selec- 
tion of these top-notch merchants 
can be taken literally, 14/8 heels for 
sport wear is a 90 per cent favorite 
that can be worn to sports, while 
the shoes to be worn for sports 
carry rubber soles, spring heels or 
low flat heels. Pastel parchment 
led, roseblush and stone followed, 
and one shoe in three was of white, 
with or without trimmings. The 
cream shade had its important place. 
Every fancy grained colored snake 
skin was represented. Right on top 
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of the regular sports line was re- 
vealed a generous showing of Deau- 
ville sandals and plaited and 
braided beach and sports wear san- 
dals. White shoes with black trim- 
ming led all the rest. 

Conclusion could be drawn from 
the first style revue that you can go 
the limit in sports footwear in 
colors and contrast providing you 
keep the patterns nifty and smart. 

A year ago most of the shoes 
would have been called “ginger- 
bread,” but the acceptance of the 
American women of extreme effects 
in sports wear made even the wildest 
shoe look acceptable. 


HE very colorful costumes and 

exceptionally good blending of 
hosiery are to be credited to Mr. and 
Mrs. Beck, who designed and staged 
the revues. 

The daytime revue of footwear 
Wednesday afternoon was of more 
interest to merchants, as the types 
displayed represented greater vol- 
ume in the season’s business than 
sports wear effects shown the 
previous evening. In pat- 


between ties and 
one-strap effects. 
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An actual check gave ties 40 per 
cent and straps 38. Pumps, either 
gored or styled up in some manner, 
represented the other 20 per cent. 
The materials appearing on the 
style stands were precisely what has 
been predicted and more recently 
shown in all lines.. Patent trimmed 
in various grains to secure the ut- 
most in contrast lead all other ma- 
terials. Trimmings were either dis- 
creetly used or the reverse, splashed 
on in profusion, even to the extent 
that some shoes reverted to the 
effects of a few springs ago, when 
the combination vamp and quarter 
types were seen. Shoes of this 
type, however, were sparsely 
shown. Parchment and shades in 
this field, running to lighter tones, 
were slightly below 
patent in popular- 
ity. The trimmings 
for the most part 
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were harmonious 
on shoes of this 
color and a ten- 
dency toward 
blending was the 
reverse of that ac- 
complished on patent leather 
footwear. Grained and weird 
leathers were used for trim- 
ming which were delicate and in 
the same tonal field as that of 
the base material. Water lily as a 
color offered some of the most at- 
tractive footwear in the revue. 
Roseblush and stone were not prom- 
inent in the showing and the ten- 
dency for light shades had its in- 
fluence in what could be termed only 
a fair showing. Gray was displayed, 
as were some beautiful shoes in 
genuine python and reptile leathers, 
the latter being all-over patterns. 
Two or three shoes of the new ging- 
ham leathers used with other ma- 
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terials were seen. The costuming, 
like that of the previous perform- 
ance, was splendidly done. 
Wednesday night the semi-dress 
revue sparkled and the freshness of 
spring was more apparent, both in 
footwear and costumes. Straps at- 
tained supreme leadership with 
practically 65 per cent 
of all shoes shown. In 
this field a few T straps 
and novelty designs 


and Easter in that 
particular lo- 
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were_ introduced. 
Pumps in various 
patterns, none, how- 
ever, plain, were wit- 
nessed to the extent 
of 25 per cent. Some leather 
bow effects were seen in the 
showing. 
Footwear for semi-dress wear 
did not permit of many tie patterns, 
as only 10 per cent were styles of 
this type. In materials, parchment 
kid was unchallenged, and the lead- 
ership was so great that the closest 
competition, which was patent, 
proved a poor second. Parchment, 
water lily and cream shades, from 
runway indications, will be out- 
standing in this field of footwear 
fashions. 

The light shades of most delicate 
tones carried little or no trimming. 
Whenever resorted to, it was deli- 
cately carried out to harmonize with 
the shoe. Some conventional de- 
signs, very small, were used on the 
vamps and quarters, and occasion- 
ally underlays in two-tone effects 
were introduced. When this was 
employed contrast was desired and 
the darker grains were used. Pip- 
ings here and there on some shoes 
added much distinction to patterns. 
A few combinations of parchment 
and roseblush were believed to be 
the proper vogue, in the opinion of 
the merchant who sponsored the 
shoes, as being correct for spring 
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cality. Patent leather 
was believed by the 
merchants display- 


ing the shoes to be only 
one-half as popular as 
light colored kids in the spring and 
Easter demand. Quite a few pat- 
terns were plain and the trimmings 
were conspicuous by their absence. 
Gray made a showing nearly as for- 
midable as patent and equaled the 
number of roseblush and shoes of 
this tone. Black satin was not 
omitted from the revue and the per- 
centage shown was representative. 
Heels were of the sky-scraper va- 
riety, ranging from 16/8 to 21/8 
and 22/8. 


HE greatest success of the na- 
tional convention was the new all- 
retail style show, where merchants 
from every geographic center of the 
country displayed fine shoes upon 
models linked with the name of the 
city and representative of the best 
judgment of one or more merchants 
of each of the cities. It was the best 
drilled, best planned and best bal- 
anced style show yet produced, and 
its novelty was as much in its pres- 
entation as in the shoes shown. 
Merchants proud of their ability as 
style pickers selected marketable 
shoes in contrast to “gingerbread” 
footwear—practical shoes every one. 
The novelty of this, the first 
shoe style show in which the re- 
tail merchants themselves were the 
selectors of the footwear, attracted 


much attention, but its sheer 
beauty, its vividness in depicting 
what the purveyors of footwear 
themselves consider fashionable 


raised it out of the run of ordinary 
style shows. Its success was ac- 
claimed by the decision to repeat it 
next year. 
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Hail, the Chief 
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F you don’t know him, folks, this is Anthony H. Geuting. To most of those in the 
shoe trade he is plain “Tony.” He’s th> new prexy of the N. S. R. A., a Philadel- 


new hand at the job of presidenting, for he filled the place once before 


EW officers of the National Shoe Retailers 
Association elected at Chicago were as 
follows : 
President—A. H. Geuting of Philadelphia. 
First vice-president—Irving B. Howe of 
Boston. 
Second vice-president—Oscar S. Poe of 
Little Rock, Ark. 
Third vice-president—Jesse Adler of New 
York. 
Fourth vice-president—J. C. Fedler, Jr., of 
Louisville, Ky. 





| 
| phian, a mighty good shoeman, and—bes: of all—a regular fellow. Tony is not a 
} 


New Officers and Directors of N.S. R. A. 


Secretary-treasurer — Martin Murray of 


Wiilkesbarre, Pa. A 


The following new directors were elected for 
a term of three years: 

Irving B. Howe, Boston, Mass; Martin Mur- 
ray, Wilkesbarre, Pa.; D. F. Sullivan, Fall 
River, Mass.; George Bunn, Salem, Ohio; 
Arthur E. Ebbs, St. Louis, Mo.; John J. Hol- 
den, New York, N. Y.; Paul Kuehn, South 
Bend, Ind.; Harold Volk, Dallas, Tex., and 
J. C. Fedler, Jr., Louisville, Ky. 
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Resolutions 


Adopted 





Cost of Distribution 


HEREAS, all reports on basic industries for the year 1926 show the greatest 
volume of business ever transacted in our country’s history, and, 
Whereas, the retail shoe business does not show an equal return as compared with 
the other basic industries commensurate with its volume; 
Be it therefore resolved, that the National Shoe Retailers Association in its six- 
teenth annual convention assembled urgently recommends to its members and to all mer- 
chants of footwear, closer scrutiny of the various costs of distribution pertaining to their 


individual stores. ates > 
Trade Participation 


HEREAS, up until recent annual conventions merchants in attendance showed 

great interest in the educational addresses made up of subjects pertaining to the 

merchant’s individual:welfare, and the sixteenth annual convention was no exception. 

Be it therefore resolved, that we recommend and urge the attendance by all mem- 

bers of the N. S. R. A., and extend an invitation at future conventions to shoe trav- 
elers, shoe manufacturers and men of the industry. 





Cooperation 


HEREAS, the great annual meeting of the retail shoemen of the nation is of 
material benefit to the industry as a whole, 

Be it therefore resolved, that the close sincere and sympathetic cooperation for 

the benefit of the industry be invited from all the allied trades, and particularly the shoe 


trade press. , 
Rubber Prices 


HEREAS, for the past several years the retail shoe merchants of the nation 
have, through the N. S. R. A., requested from the manufacturers of rubber foot- 
wear the announcement of new price schedules on rubber-sole canvas footwear to be 
dated at the end of the selling season or Sept. 1, and that the price schedule for rubber 
footwear be announced at the end of the selling season on March 1, and to avoid unjust 
| criticism of distributors on the part of the public when merchants are forced to change 





their selling prices in the midst of the selling season: 
Therefore be it resolved, that we reaffirm and emphatically request that this good 
business practice be adopted by the manufacturers of rubber footwear. 


The Style Review 


HEREAS, a review of the many styles presented for the consideration of the 

merchant who is the selector of footwear for his community, is of inestimable 
value to the buyer enabling him, as it does, to get a correct perspective of styles for 
morning, sport, semi-dress, dress and evening wear, as exemplified upon living models 
| shown upon the runway; be it therefore resolved, that the geographical consideration 
of styles from various key cities be made the basis for future style reviews. 





Membership 
HEREAS, membership in the N. S. R. A. is a badge of honor proudly worn by 


every member, be it resolved, that the members of this association individually 
| and as a whole do invite their brother shoe retailers to join them. 





Atthe N.S.R.A. 


Convention 
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Convention Largely a Luncheon Table Gathering 


ing the summer, that tans should 
What percentage 
it will bear to blacks is very difficult 
Many retailers think that 
75 per cent tans and 25 per cent 
blacks will be the ratio during the 
I feel that in New York 


become stronger. 


to say. 


summer. 
it will be stronger on blacks 
than that. 

“The heels that all shoe 
men can be positive of will be 
the regulation heels that are 
being sold today. The talk 
about the extremely high heel 
is still going around. There 
are a few of them being sold, 
but not enough for me to ad- 
vise any shoe retailer to pay 
too much attention to ex- 
tremely high heels. Balloon 
toes are waning in popularity. 
The medium brogue type is 
the most popular type today.” 


George Geuting Talks 
“Summer W eights” 


George Geuting, of Phila- 
delphia, said: 

“IT have sold summer 
weights for the last three 
years. More summer weight 
shoes than anybody I know of. 
I sold 6800 pairs of summer 
weight shoes from May l, 
last year, up to July 1. It is 
a goodly proportion of my 


[CONTINUED FROM PAGE 43] 


business. When I say summer- 
weight shoes I don’t mean shoes that 
were overdone, shoes that were de- 
liberately made light and would not 
give wear. When I talk of summer- 


weight shoes I am talking of a type 
of shoe that is in keeping with the 





S. R. A. style show 
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Miss San Par ae one of the models at the 


type of clothes that are put on about 
May 1, and not a type of shoe that 
is in keeping with the clothes that 
he is going to put on around Sept. 
15. I am not talking about five or 
six iron soles. I am talking about 
8% or 9 iron soles, closely trimmed 
and probably beveled, finely 
fitted, and no heavy Scotch 
edges. 

“T think a lot of our mer- 
chants have overplayed this 
thing. They even went into 
flexible inner soles and flexi- 
ble outer soles—made them 
like dancing slippers. You 
can’t change the public over 
night. Probably that will 
come, I hope it does, but you 
certainly ought to have shoes 
that look like summer shoes. 

“T don’t like the expression 
of ‘feather-weight.’ I don’t 
like the expression, ‘light- 
weight.’ I like the expression, 
‘summer - weight.’ Why put 
the negative thought in man’s 
mind that the shoes are not 
going to wear. A good eight 
iron sole properly made, will 
give service.” 

The final day session was 
an orthopedic one with talks 
by Charles Henry Brown, Dr. 
W. A. Hill, E. K. Burnett, and 
Dr. Joseph Lelyveld, which 
will appear in ar early issue 
of the RECORDER. 





New England Plays the Host 
Her Night One of the Highlights 


EW ENGLAND night at the 

national convention was the 
outstanding entertainment feature 
and this statement has the indorse- 
ment of twelve hundred visitors who 
enjoyed to the fullest measure the 
food, fellowship and fun served gen- 
erously in the Old Town Coffee Room 
of the Sherman on Tuesday night. 
The party started at eleven o’clock, 
and from that moment New England 
hospitality made every other brand 
seem insignificant. The committees 


in charge were ever attendant to cheer 


of the Chicago Meet 


the visitor and extend the warm hos- 
pitality of the New England variety. 

The entertainment. was the finest 
ever seen at a gathering of this sort 
and the prominence of the stars in 
the theatrical world is always herald- 
ed in electric lights. Jack Benny 
from one of the best shows in Chi- 
cago was master of ceremonies and 
kept things stepping lively. Then 
there was Enda Leedon of Follies 
fame, and Doc. Rockwell, who pre- 
scribed an uproarously funny dose 
of humor. He was followed by Billy 


Robinson, Ailene McNulty, Lola 
Fletcher, Dore Leslie and others who 
raised New England night to a high 
place in the esteem of hundreds of 
shoe merchants. 

“Bunny” Armstrong, whose real 
name is F. Douglas, was a great 
song leader. 

Besides Chairman Everett Bradley, 
the following were the committee in 
charge: 

Buford H. Jones, George Hendrick, 
Earnest D. Haseltine, Thomas F. 
Anderson and Harry F. Malloy. 
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Shoe Travelers Will Meet in 
Indianapolis in 1928 


Charles W. Morrill Elected President 


N interested and enthusiastic 
group of shoe travelers were 
present Monday morning at 

10 o’clock in the Sherman Hotel, Chi- 
cago, when Chas. W. Evens, presi- 
dent of the National Shoe Travel- 
ers’ Association, called the six- 
teenth annual convention to order. 

It was one of the most represen- 
tative gatherings of shoe travelers, 
who, throughout the entire day’s 
session, displayed unusual activity 
in advancing suggestions that had 
-for their purport the expansion and 
perfecting of the organization. 

The following reports of commit- 
tees were read and adopted: 

Frank J. Weber, chairman of 
Legislative Committee, announced 
that efforts had been made to elimi- 
nate the production of footwear at 
Leavenworth Prison. Also the 
work accomplished in reference to 
the abolition of Pullman surcharge. 

J. J. Kaltenbrun of the Educa- 
tional Committee, injected into his 
report the advantages of associa- 
tion membership beneficial to shoe 
travelers. 

Frank Armstrong read the report 
of John D. Baxter, chairman of the 
Hotel Committee, in which he de- 
plored the recent publication of 
hotel tips by a hotel chain as un- 
warranted interference. 


OMER H. BEALS of the Rail- 

road Committee stated that 
work had been started in the State 
of Indiana toward a reduction of 
cost on mileage books on the inter- 
urban traction lines. 

Frank B. King of the Style and 
Trade Cooperative Committees, de- 
scribed the splendid work done by 
the Styles Committee in conjunc- 
tion with the N. S. R. A. Styles Con- 
ference and the Textile Color Card 
Association. The report lauded 
the influence of the Textile Color 
Card Association in its development 
of an harmonious color trend 
throughout the fashion field. The 
styles report of the shoe travelers 
submitted to the N. S. R. A. Style 
Conference was accepted practically 
verbatim, according to Mr. King. 

Secretary Tom Delaney read a 





Charles W. Morrill, new president 
of the N. S. T. A. 


summary of the Insurance Commit- 
tee report. He announced that 
group insurance had been secured 
from the John Hancock Insurance 
Company of Boston, which will per- 
mit every member of the associa- 
tion between the ages of 20 and 55 
to take out a policy at a very low 
cost without physical examination. 

Resolutions to be considered were 
submitted by various local organi- 
zations, after which the Resolutions 
Committee retired to bring in its 
report. 


HE session adjourned for lunch, 

which was served in the meeting 
room, after which it convened again 
to hear the report of the Resolu- 
tions Committee. Harry P. Lynch 
made the following report for his 
committee, some of the resolutions 
being withdrawn from the floor be- 
fore action was taken. We give 
herewith a digest of those adopted 
and defeated: 

A committee be appointed to re- 
vise the constitution and by-laws 
of the organization. Seconded and 
passed. President Chas. W. Evens 
appointed the following committee: 
J. J. Kaltenbrun, F. L. Armstrong, 
A. J. McLeod, T. A. Delaney, Dave 


Davis, Homer H. Beals, Frank J. 
Larkin. 

That the age of new applicants 
for group insurance be restricted 
to those under 55 years. 

The appointment of five regional 
directors by the president for the 
development of regional activities. 

The raising of the per capita tax 
to be paid into the National Shoe 
Travelers Association to $3 was de- 
feated after serious discussion. 


UNIFORM membership applica- 
tion blank was included in a 
resolution, which was adopted. 

The honorary members of local 
associations be entitled to group 
insurance provided their per capita 
tax is paid into the N.S. T. A. 

The following officers were 
elected: Chas. W. Morrill, Boston, 
Mass., president; Homer H. Beals, 
Noblesville, Ind., vice-president; T. 
A. Delaney, Boston, Mass., secre- 
tary, and Dave Davis, Chicago, IIl., 
treasurer. 

Chas. E. Evens, retiring presi- 
dent, in his address, stated he had 
traveled from coast to coast and 
throughout his trip only great re- 
gard and praise had been paid to 
the Shoe Travelers Association. 

The $100 prize given by Chas. E. 
Evens, retiring president, for the 
local association that made the 
greatest gain in membership over 
50, was won by the Indiana Shoe 
Travelers Association. This asso- 
ciation also won an equal amount 
given by Buford Jones, vice-presi- 
dent of Thomson-Crooker Shoe Co. 

The new officers were inducted 
into office and pledged their ser- 
vices in the upbuilding of the asso- 
ciation during the coming year. 
Everything possible would be done 
to arouse interest for the advance- 
ment of the organization, stated 
the newly elected president, Chas. 
W. Morrill. Indianapolis was se- 
lected as the next convention city. 
It was the general opinion of the 
members present that the dates se- 
lected for the 1928 meeting should 
be other than those either preced- 
ing or following the dates of the 
N. S. R. A. convention. 
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With Travelers the Night Before 


PPROXIMATELY eight hun- 
A dred people attended the ban- 
quet given by the National 
Shoe Travelers Association at the 
Hotel Sherman, Chicago, Monday 
evening, Jan. 3. It was a complete 
assembly of the shoe clan from every 
branch of the industry, in Chicago 
to participate in the N. S. R. A. con- 
vention. A speaking program fol- 
lowed the dinner, at which E. B. 
Terhune, publisher of the BooT AND 
SHOE RECORDER, was toastmaster. 
Herbert N. Lape, vice-president of 
the Julian & Kokenge Co., stirred 
the audience to a high pitch of en- 
thusiasm with his brilliant and dy- 
namic talk on salesmanship. 


“Desire and vision is the spirit 
necessary for success, and this must 
be aroused to accomplish it,” said 
Mr. Lape. “If you see a firm slip- 
ping, get out. Don’t die with it. 
There are more good salesmen with 
dub houses than there are good 
houses with dub salesmen. Any fac- 
tory that doesn’t heed the sugges- 
tions of the salesmen is shortsighted 
and the future for such an institu- 
tion is not promising. 


“D ON’T be a. bootlegger—I mean 
of footwear, of course. My 
conception of a shoe bootlegger is 
the fellow who slips one shoe in his 
pocket and attempts to interest a 
merchant in his line. -The merehant 
immediately: infers from the one 
sample that it is indeed a short line. 
Strain the vision of the merchant. 
Interest him in four or five styles 
and he will place larger orders. Real 
salesmen can take a small order with 
the same smile and feeling as when 
they write alarge one. I would much 
rather sell 100 merchants 1000 
pairs of shoes than sell 10 merchants 
30,000 pairs. I value the friend- 
ships and the growing possibilities 
of the smaller merchant and this 
type of business is more secure than 
catering to a few accounts of tre- 
mendous volume.” 

John C. McKeon of Laird, Schober 
& Co. and president of the National 
Boot and Shoe Manufacturers Asso- 
ciation, took as his subject “The 
Traveler and His Many Responsi- 
bilities,” in which he stressed ser- 
vice and quality as the principal ele- 
ments for successful achievements. 

“Be always alert to every oppor- 
tunity,” he said. “It enables one to 


climb over defeat. The super-execu- 
tive in the commercial world today 
is the master salesman.” 

Mr. McKeon kept the audience con- 
vulsed with his amusing stories. 

Buford Jones, vice-president of the 
Thomson-Crooker Shoe Co., spoke 
briefly and awarded to the Indiana 
Shoe Travelers Association $100 in 


gold for the greatest increase in 
membership during 1926. 

Harry Malloy of The Shoe Re- 
tailer substituted for James H. 
Stone, publisher of that paper, who 
was unable to attend. 

The new president of the N. S. 
T. A., Charles W. Morrill, was in- 
troduced. 





‘18 and 19. 
Tuesday, January 18 
Luncheon, 12:30-2 P. M. 


AFTERNOON SESSION 


Report of Secretary, J. Dudley Smith. 

Report of Treasurer, Herbert P. Glea- 

‘ son. 

Statement of Certified Accountant, 

_ John_N. Garside, Chairman, Audit- 
ing Committee. 

The Spirit in Which to ba pest. 
Francis H. Green, A. M. ; ae 
Pennington, J. 

Profits, Waddill Catchings, of Goldman, 
Sachs & Co. 


Coordination——-How the Manufacturer 
and Retailer Should Work To- 
gether in an Attempt to Eliminate 
Uneconomic Manufacturing and 
Retailing, John Slater, President, 
J. & J. Slater. 

Stimulating Public Interest in Women’s 
Shoes, H. N. Lape, Vice-president, 
The Julian & Kokenge Co. 

Fulfilling Our Contracts, A. J. Sweet, 
President, MacLaughlin-Sweet, Inc. 

Fashion Development in Women’s 
Shoes, Herman Meyer, President, 
Croxton, Wood & Co. 

Value of Membership, Everett Bradley, 
Hazen B. Goodrich & Co, 

Report of Nominating Committee and 
Election of Directors, J. Franklin 
McElwain, Chairman, Nominating 
Committee. 


Open Forum. 


Wednesday, January 19 


MORNING SESSION 
10 A. M. 


Business Personality and Its Develop- 
ment, Prof. N. Hoopingarner, 
New York University School of 
Commerce, Accounts and Finance. 

Views of a Constant Observer, James 

Stone, President, The Shoe Re- 
tailer. 

America’s Greatest Need, Hon. Charles 
Aubrey Eaton, President, Amer- 
ican Educational Association and 
Member of Congress from Fourth 
Congressional District, New Jersey. 

Regulating Burden to Production, 
Harry G. Johansen, Vice-Presi- 
dent, Johansen Brothers Shoe Co. 

Exporting and Importing of Shoes and 
Leather, Everit B. Terhune, Presi- 
dent, Boor AND SHOB RECORDER. 


The New Competition, F- * Ross, Pres- 
ident, F. J. Ross Co., Inc. 





When Manufacturers Meet 


Tentative program for 23rd annual meeting of the National Boot 
and Shoe Manufacturers Association, Hotel Astor, New York, Jan. 


President’s Address, John C. McKeon.. 





Luncheon, 1-2 P. M. 


AFTERNOON SESSION 


The Man of the Future, Hovey E. Slay- 
ton, President, F. M. Hoyt Shoe Co, 


Men’s Collective Publicity Campaign, 
Eugene M. Weeks, Boston. 


Making a Future for Men’s Shoes, 
Elmer J. Bliss, President, Regal 
Shoe Co. 


Retailers’ Attitude Toward Men’s 
Shoes, C. K. Chisholm, Chisholm’s 
Boot Shop; Jesse Adler, President, 
Adler’s Shoe Stores. 


The Men’s Shoe Business — Whither 
Are We Going? Frank S. Farnum, 
President, Churchill & Alden Co. 


Opinions from the Floor Pertaining to 
Variable Local Conditions in the 
Shoe Manufacturing Centers. 


Memorial Resolutions. 


Announcement of new officers for 1927, 
as elected by Directors, J. Franklin 
McElwain, Chairman, Nominating 
Committee. 


Open Forum. 
Adjournment. 


ANNUAL BANQUET 
* Wednesday Evening 
Reception, 7:00 P. M., 
Grand Ballroom 
Banquet, 7:30 P. M. 


Toastmaster 
Mr. John C. McKeon 


Speakers 


Hon. James A. Reed, United States 
Senator from Missouri, 
“Current Events” 


Judge Marvin H. Brown, Fort 


Worth, Texas, 
“Something for Nothing” 
Dr. Samuel W. Grafflin, New York 


City, 
“New Wine in New Bottles.” 
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Two Boston Shows Next Week 


Copley Plaza Scene of One, While the Other Will Be at Elks Club— 


HE first Boston Shoe Buyers’ 
| Show, -with 125 exhibitors, 
62 models, Ray Warren’s Or- 
chestra, and with Ned Wayburn, 
New York theatrical producer, “on 
the job,” will bring out an antici- 
pated attendance of between 700 and 
800 buyers, and will convert the 
Copley Plaza Hotel during the eve- 
nings of Jan. 10, 11 and 12 into a 
veritable footwear market under the 
personal direction of Eugene A. 
Richardson, publisher of The Shoe 
Buyer. 

Right around the corner, almost, 
in the new 15-story Elks’ Club, on 
Jan. 10 and 11, the Fifth Annual 
Style Show of the Shoe Wholesalers 
will be held in the new ballroom of 
that new hostelry, with Clyde Mc- 
Ardle, theatrical director, in charge 
of the staging; with Morey Pearl 
and his broadcasting orchestra “‘jazz- 
ing things up” for the models, and 
between 60 and 70 exhibitors. Dur- 
ing the last three years, at which 
registration for this show was 
checked, some 6000 different buyers 
have come to this event. Over 8000 
invitations were issued this year by 


oe 








Both for Volume Buyers 


the management, and it is expected 
that the 1927 attendance on both 
days will be well over 2000. 

This is the initial bow of the Bos- 
ton Shoe Buyers’ Show. Publisher 
Eugene Richardson and his commit- 
tee have worked zealously for many 
months to put over what promises 
to be an event which will do much 
to increase the. prestige of the Bos- 
ton market. The Shoe Wholesalers’ 
management are again “to repeat” 
their efforts to bring more buyers to 
this market, and state that whereas 
heretofore they have catered more 
particularly to wholesale buyers, this 
year, with many retail shoe mer- 
chants buying in case lots, and with 
many manufacturers who heretofore 
sold in case lots selling almost ex- 
clusively to the retail trade, “the 
bars have been let down” to all 
buyers, both large and small. 


HERE will be many buyers at 

both shows from Canada, Porto 
Rico and Cuba, and the big group 
from the American Retailers’ Asso- 
ciation, Inc., headed by Harry W. 
Schachter, and who buy annually 
more than twelve million dollars’ 
worth of shoes, will visit both Style 
Shows “en bloc.” This group, due 
to the good work of Fred W. Small 
of the Gilchrist Co. and T. A. De- 
lany, secretary of the National Shoe 
Travelers’ Association, is holding its 
annual spring meeting in Boston 
this year at the Copley Plaza on Jan. 
10-12. It is reported that there are 
nearly 200 buyers registered at the 
Copley Plaza and that other hotel 
registration shows that the biggest 
crowd of buyers for the week of Jan. 
10 that this market has had for ten 
years will be present. 

The Boston Shoe Buyers’ show 
will dedicate the evening of Jan. 10 
to the South. The show will open 
officially at 5 p. m.; luncheon, in the 
ballroom, will be served by the Cop- 
ley Plaza chef from 5 p. m. to 7 p. m.; 
from 5 p. m. to 8 p. m. a reception 
to buyers in the various sample 
rooms will take place; from 8 until 
8.15 p. m. an overture by Ray 
Warren’s Syncopators will precede 
the ballroom Style Pageant, from 
8.15 until 9 p.m. From 9 p. m. until 
9.30 p. m. “Cook’s Tours,” a musical 


extravaganza from Keith’s vaude- 
ville, will make things lively. From 
9.30 until 10.15 the second part of 
the style pageant will take place, 
with Ray Warren’s Syncopators fur- 
nishing music during the entire 
show. Tuesday evening, Jan. 11, 
will be called “Western Night.” 
Rooms at the Copley Plaza will be 
open all day, with the preceding eve- 
ning’s program repeated in the order 
given, but the style showings and 
the vaudeville, starring the Corbett 
Sisters, will be entirely different. 
Wednesday evening, Jan. 12, will be 





This young lady, and her companion 

on this page, will be on the runway 

at ‘the Boston Shoe Buyer’s Show, 
Jan. 10, 11 and 12 


“American Night,” with the sample 
rooms open all day, and again an 
entirely different style pageant and 
entertainment, with the Cinderella 
Contest from 10.15 p. m. until the 
“wee sma” hours featuring the close 
of the show. 

The models will enter the 65-foot 
stage from the dressing room, lo- 
cated in the dining room directly 
back of the runway. The floor seats, 
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1200 in number, will be arranged in 
a semi-circle. There will be two side 
entrances to the runway, with the 
orchestra in the center; there will be 
a girl showing on either side, who 
will walk down the boards 47 feet to 
a table (only one girl showing at a 


table at a time), and then- each 
young lady will cross over and make 
her return trip by the aisle opposite. 


HE committee chairmen of the 

Boston Shoe Buyers’ show are: 
Frederic W. Howe, style show; John 
T. Gorman, exhibits; Harry Huck- 
ins, reception; John B. Atkinson, 
reservations; George Barkin, regis- 
tration. 

The Shoe Wholesalers’ Style Show 
will open at the Elks’ Club on Jan. 
10 at 2 p. m., with an organ recital 
on the Wurlitzer organ and numbers 
on the new Auditorium Orthophonic 
Victrola. There will be _ special 
showings in the sample rooms occu- 
pying the sixth, seventh, eighth and 
ninth floors, as well as at the booths 
in the ballroom, during the after- 
noon. At 7.45 p. m. Lieut.-Gov. 
Frank C. Allen, president of Wins- 
low Bros. & Smith Co., will greet the 
visiting buyers. From 8.15 until 10 
p. m. the style pageants will take 
place, with two showings of models 
on the 50-foot runway and attractive 
vaudeville introduced between the 
acts. The runway will be con- 
structed in horseshoe shape, giving 
a continuous showing of models, who 
will leave one side of the stage and 
walk “in the midst” of the booths 
and then return on the other side of 
“the shoe.” The decorations will be 
of a simple nature, in order not to 
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mar the beauty of the color and de- 
sign of the decorations of the ball- 
room itself, in its soft shades. of 
brown, gold, green and pastels. A. 
J. Hezlitt is in charge of decora- 
tions, and Clyde McArdle, theatrical 
producer, in charge of models and 
runway. Philip J. Melhado assists 
Mr. McArdle. 








Wholesalers’ Convention—Jan. 11 


President Jones Issues Call to Meeting 


HE National .Association of 

i Shoe Wholesalers will hold 

its twenty-eighth annual meet- 
ing at the new Elks’ Hotel, Bos- 
ton, Tuesday, Jan. 11, commencing 
at 9.30 a. m. 

The business program will in- 
clude the annual address of Presi- 
dent Ralph B. Jones and reports of 
various committees, including that 
in charge of the Association’s cur- 
rent publicity campaign, which has 
attracted considerable attention in 
the trade. 

The subjects of closer relations 
between manufacturers and whole- 
salers, credit conditions in the 
wholesale shoe business, and expense 
analysis also will be considered. 
The meeting will be followed by the 
usual annual rubber’ conference. 
One of the interesting features of 


the meeting will be a luncheon com- 
plimentary to manufacturers of 
leather and rubber footwear, to be 
held in the Tea Room of the Elks’ 
Hotel. 


E Executive Committee of the 

Association will have a meeting 

on the previous evening, Jan. 10. 

President Jones has issued the fol- 

lowing New Year’s greeting to the 
retail trade: 

“The National Association of 
Shoe Wholesalers extends to you 
greetings of the New Year! We 
hope that 1927 will be substantially 
prosperous and satisfactory for you. 

“The wholesale shoe trade exists 
for service to you in giving you 
merchandise at the time and in the 
quantity that you may want it. It 
has been very evident during the 


past year or two that retailers ap- 
preciate more than before the ser- 
vices of the wholesaler. The more 
the wholesaler is called on the more 
he will be able to do. The more that 
successful and able retailers use his 
facilities, the better he will be able 
to judge what will give the greatest 
service to his customers. 
ss HE moderate increase in pat- 
ronage that you retailers have 
given the wholesalers during the past 
two years, and especially during the 
past year, has helped the wholesalers 
to judge your needs better. We hope 
during 1927 that you will call on the 
wholesaler freely and that you will 
demand from him services that you 
need to make your own business 
most profitable.” 





Jo 


1927 January 8, 1927 BOOT AND SHOE RECORDER 53 





When In CHICAGO > 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 
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OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 
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A. Closest to Offices, Stores, 

- Theatres and Railroads 

d | Rates, $2.50 Up 

is At this location, the most central in the 


city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service. 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


we Ww ' 


Ideal for Conventions 


The Cameo Room, seating 2000, and 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 
and meetings of all kinds. Convention 
managers also find the broadcasting ser- 
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The New Morrison 


, when leted, will be the id’s largest and ° ° 
ro ny ew ge Pe my Bit F-  -t ecec vice a great advantage—Station WSWS. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on “Application 
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Introduced less than a month ago, Lawro has already been 
accepted with enthusiasm by the foremost manufacturers of 


men’s shoes. 

You will find it featured prominently in many leading lines 
during the coming season. 

Make it a point to see this leather. Note the rich result 
of its full chrome tannage, its fine “— and high glazing 
—its remarkably fine “break.” 

A new Lawrence tannery is devoted to the exclusive sais. 
tion of Lawro. By concentrating special manufacturing fa- 
cilities we are able to produce a leather which is essentially 
masculine in its refined ‘strength and texture. 

We offer Lawro in black and colors. Sample cuttings will 
be sent gladly upon your request. 


A. C. LAWRENCE LEATHER CO. 


210 South Street Boston, Mass. 
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Federal Reserve Figu 
Trade Gains in N. Y. Area 


Wholesale Sales 8 Per Cent 
Ahead of Last Year, Re- 
tail Up 18.9 Per Cent 


New YorK—Specific figures on the 
state of the shoe trade in the Second 
Federal Reserve District, which in- 
cludes New York City and Newark, 
N. J., published in the bank’s January 
bulletin, show an unusually healthy 
state of things. 

Sales of shoes at wholesale in No- 
vember, 1926 were 8 per cent heavier 
than they were in November, 1925, and 
stocks at the end of the month were 
16.5 per cent lighter, while collections 
had gained 9.1 per cent and accounts 
receivable had increased only 2 per 
cent. 

In department stores the sales of 
shoes in November last were 18.9 per 
cent heavier than in November, 1925. 
Stocks on hand were but 1.2 per cent 
heavier than in the pyvious year. 

Chain shoe stores also enjoyed a bet- 
ter month than has been reported for 
some time. Despite an increase of 
10.4 per cent in chain shoe stores dur- 
ing November, 1926, over November, 
1925, total sales gained 9.7 per cent. 
The sales per store fell off 0.7 per cent, 
a smaller decline than has been shown 
for several months. 





Shoe Santas in Denver 


DENVER, COLO., (UTPS)—Santa 
Claus visited 1000 needy children 
Christmas in Denver and as a memento 
of the occasion left with each a pair 
of shoes. The Denver Lodge of Elks, 
in conjunction with the Denver Post 
and the Motor Club of Colorado, whe 
provided and distributed the gifts, de- 
cided that shoes were the most sub- 
stantial and useful e of gift that 
could be given at + time of. year, 
from the point of health and comfort. 

About 75 volunteers, tecruited most 
ly from local shoe stores, were requifte 
to fit the shoes at the Elks’ Club:#;:R. 


D. Cook, shoe department, Denver: Dry |. * 


Goods Co., had charge of this end of 
the work. 


Denton Shop Holds Sale 


CINCINNATI—A. E. Gerhardt of the 
Denton shoe department is having an 
sale of high grade footwear, 
shoes at $5.85 which former- 
from $7.50 to $12. This sale 
‘silver and gold kid slippers, 
brocade and black satin, also patents 
and tan calf, and is in the nature of 
a clearance sale. 
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Milwaukee Trade Aided 
by Pre-Inventory Sales 


MILWAUKEE—Milwaukee shoe retail- 
ers reported that business before 
Christmas was generaliy quiet for all 
kinds of footwear, but that the volume 
increased considerably following the 
holiday, when the pre-inventory sales 
were held. Ladies’ footwear moved 
particularly well during the sales 
which were held by most of the stores 
and patents continued to have the edge 
over any of the other styles of shoes. 
Satins started moving better than they 
had been heretofore, for party wear, 
while silver and gold slippers were in 
good demand ‘by the ladies for formal 
evening wear. Kid shoes were only 
selling fair in the stores here. While 
the sales were in progress however, 
nearly every kind and style of shoe 
moved fair to good. Tans were in fair 
to good demand in the slippers and 
pumps, and one and two-button straps, 
while there was also a call for the 
oxford type. 

At Caspari and Virmond, all kinds 
of ladies’ footwear was sold in good 
quantities, and there was a good salé 
of buckles. The. gold and_ silver 
slippers and also satins moved for eve- 
ning wear. A very good volumé was 
done on buckles ‘both before the holi- 
days and during the sale period. Men’s 
footwear did not sell as well during the 
sale. The tans and: blacks. continued 
to move in about the same percentage 
as previously. 

The Milwaukee Walk-Over store .re- 
ported that business was dull just 
prior to Christmas but that when the 
sale started, it had shown a_ decided 
increase. This store also did a good 
volume on the formal slippers in gold, 
silver and satin, and in: the leathers 
the patents moved~the best. Robert 
Weaver said that everything was in 
good demand for the sale, and that 
all~ items aside from the patents, 
moved about equally well. 





Sandler Sells Store 


BrocKTON—Jack Sandler, one of the 
best known shoe retailers in the city, 
has disposed of his interest in the 
Sandler & Sons store on Main Street 
to a syndicate of which J. S. Zincewich 
is the head, and has gone into the 
wholesale shoe business with his father 
in the Boston district. They are spe- 
cializing in distribution. of orthopedic 
shoes. James L. Twohig, who has 
served as manager of the Sandler store 





for some time, will continue in his old 
capacity under the new management. 


Denver Rushes Into 
Post Christmas Sales 


DENVER (UTPS)—In shoes, as in 
other commodities, this is a period of 
seasonal adjustment, characterized by 
sharp cuts in prices. After Christmas 
sales have become an established cus- 
tom, and is not necessarily actuated by 
the traditional post holiday slump. 
Many merchants have come to utilize 
this week advantageously for the dis- 
posal of that miscellany which accumu- 
lates in the course of the year, so that 
the new year may be started with 
fresh stock. While this reason may not 
be unanimous, the post holiday sale, for 
one reason or a number of reasons, 
seems to have become an established 
practice in Denver. 

The Bootery, purveyors exclusively 
of high-grade women’s shoes, have put 
on sale 1880 pairs of shoes, pumps, 
straps, ties and oxfords at half price. 
This is not a generality, but a mathe- 
matically exact count, $15 grades sell- 
ing for $7.50, $12 grades selling for 
$6, and so on down to $6 grades for $3. 
No refunds or exchanges were allowed. 
The Walk-Over store offered 850 pairs 
men’s high and low shoes, black, tan 
and combination colors, and 900 pairs 
ladies’ shoes—oxfords, pumps, straps, 
high and low heels, satin, patents, black 
and brown, calf and kid, all $10 values 
for $5.85. A better grade regularly 
priced at $12, was offered at $6.85. 
These shoes were likewise sold with the 
stipulation that there should be no ex- 
changes nor refunds, and no deliveries. 
Joslin’s also were in the swim, proffer- 
ing $7 pumps for $3.50 and $8 grades 
for $4, the selection consisting of pa- 
tents, two-tones, satins, open lace ox- 
fords, strap styles, sport oxfords and 
a variety of other models. 

Several of the large stores specialized 
in children’s shoes, Fontius offering 
2000 pairs of boys’ and girls’ shoes, 
pumps, strap slippers and oxfords at 
assorted reductions, depending on size 
and style, running all the way from 
$2.45 to $3.95. There was a special 
offering of incomplete lines of girls’ 
pumps and oxfords, regular prices $5 
to $8.50, specially priced at $3.95 and 
$4.95, smaller sizes going for $2.95 and 
$3.45. The Denver offered a clear 4% 
off on an unlimited number of pairs of 
children’s high shoes, oxfords and 
pumps, the sale prices ranging from 
$1.86 to $5.25. his sale was oppor- 
tunely held to “let school vacationalists 
make their own choice.” 


Shillito Trade Good 


CINCINNATI—The Shillito shoe de- 
partment reports business the past week 
has exceeded that of any week follow- 
ing Christmas for many years. Sales 
are in progress on house slippers, which 
are being readily picked up. They 
have been featuring evening slippers 
for several days, with gold and silver, 
brocade and paisley, equally popular. 
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Levison’s Consolidate 
Two Shoe Departments 


Add “Cafeteria” to New Section 
in Knoxville Establishment 


KNOXVILLE, TENN. (UTPS)—Levi- 
son’s, who until the past month owned 
the shoe departments of two ready-to- 
wear shops in this city, has consoli- 
dated ail of its local shoe business into 
one new department store at 8 Market 
Street. Lew Klein, who has specialized 
in styles and makes of women’s shoes 
for the past 18 years, has been put in 
charge of the shoe section. Under Mr. 
Klein’s direction, there have been some 
interesting developments in the ar- 
rangement of this shoe department. On 
the first floor in the front are displayed 
the shoes ranging from $4.88 to $6.88; 
in the rear a spacious corner has been 
beautifully fitted up in blue and old 
gold—which is known as the “French 
Nook” and where distinctive patterns 
are sold ranging in price from $8 to 
$14.50. In the downstairs space of the 
store numerous racks are arranged and 
classified according to price and size 
—the sizes ranging from 2% to 8 and 
prices either $1.88 or $2.88. Each rack 
carries only one size, and so easily are 
they arranged that the customer can 
make his own choice and do the fitting 
—to one side is a counter where a girl 
wraps and receives the amount of the 
purchases. In this downstairs store 
all broken and odd sizes are closed out 
from the upstairs store, and many ex- 
cellent selections can be found in the 
more expensive shoes; together . with 
these broken sizes are shoes of less 
expensive styles. Each of the three 
sections of the Levison shoe depart- 
ment are proving exceedingly popular 
with the public. 

Black patents and tan oxfords are 
going good right now, states Mr. Klein, 
but he is enthusiastic over the arrival 
of gray shoes for late winter and 
early spring. Gray, either in pump or 
thin one strap, high or low heel, Mr. 
Klein believes will lead as a favorite. 








A New Tie 


for the Miss whose 
preference is smart style 


Developed in patent leather 
attractively trimmed with black 
pinseal calf as illustrated above. 


Sizes 114% to 2, $5.50 
Sizes 24% to 7, $6.50 


RICH'S 


Proper Footwear 
F Street at Tenth 


Children’s and Misses’ Shoe Shop 
Entire Therd Floor 











Selected from Washington, D. C. 





Before coming to KnoxVille, Mr. 
Klein was for more than three years 
manager of Ber’ Shans, in the retail 
shopping district of New York, and 
was also associated with the Wilbert 
Stores in Buffalo, Detroit and Cleve- 
land. In addition to his supervision 
work with Levison’s, he is also buying 
for the other Levison stores which are 
located in Bristol, Johnson City, Dur- 
ham, Raleigh and Winston-Salem. 

For a number of years Mr. Klein has 
designed several patterns of ladies’ 
shoes which have proved exceptionally 
popular and has recently devised a 
Spring Ease Arch Shank which bids 
fair to become a popular feature in 
women’s shoes. 





Cincinnati Has Good 
After Christmas Trade 


CINCINNATI—Cincinnati’s shoe mer- 
chants have had a most unusual “after 
Christmas” business. The salesmen 
have been rushed and the shops crowded 
with customers. Some stores are com- 
pletely sold out on rubber goods and 
the demand for tan galoshes has been 
so great that one shopper reported as 
unable to find a pair left in the city. 

Cincinnati is at last having “shoe” 
weather, and while patents are selling 
as well as ever, some spring shoes have 
been received by the merchants, who 
report that the high grade trade will 
buy them as soon as they are shown. 

Southern travelers are seeking the 
new things for warmer climates, and 
bundled in furs are enjoying the win- 
dow displays in some stores depicting 
Palm Beach wear. Some very good 
looking bench made kid pumps in vivid 
reds and greens, with imported shaded 
leather trimmings, are being shown to 
wear with summer clothing—and are 
a'so being bought. 





Bates Store Reopens 


CoLumbBus, (UTPS)—The first of the 
two establishments recently destroyed 
by fire here to reopen will be the Bates 
Shoe Store. Ray C. Bates, its owner 
and manager, announces that this store 
will open again early this month at 5 
East Gay Street, in the Continental 
Building, a location a few doors nearer 
High Street than the former store and 
in the building whose fire wall protected 
it completely while $200,000 worth of 
damage was done to property on both 
sides of it. Mr. Bates will secure in 
this new location, for which he has 
signed a 10-year lease with the Hilynn 
Co., a much more favorable insurance 
rate than he formerly had. 

Future plans are not announced as 
yet for the MacDonald. Shop for 
Women, the other demolished estab- 
lishment. 


D. L. O’Berry Married 


MIAMI, Futa. (UTPS)—David LeRoy 
O’Berry, president of the O’Berry Shoe 
Store, Inc., and the O’Berry-Crossett 
Men’s Boot Store, Inc., spent Christmas 
in Havana with his bride, who was 
Miss Ruth Greenleaf Payne of Miami. 
They were married Christmas Eve at 
St. Stephen’s Episcopal Church, Cocoa- 
nut Grove, a fashionable district in 
Greater Miami. They were guests at 
the Hotel Sevilla-Biltmore in Havana. 











“What Will Two Dollars 
Do?” Is Ad Challenge 


Des MoINEs (UTPS) —The W. L. 
White Shoe Co. ran an ad in the Sunday 
paper the day after Christmas saying: 
“How Low Dare We to Sell Women’s 
Shoes?” The day following another 
ad requested the prospective purchaser 
to call at their store on Tuesday and 
see what $2 would do. “They came in 
droves,” said Mr. Lemoge, and cleaned 
us out of odds and ends that had ac- 
cumulated for the past six months. In- 
asmuch as none of their shoes sell reg- 
ularly for less than $7.50, the purchaser 
got her money’s worth and more. 

Mr. Lemoge further said that patents 
and one-straps are still leading the field 
in spite of the inclement weather. He 
is‘also expecting to sell lots of colored 
kids when the spring season opens, and 
has stocked for that purpose. Male 
customers are buying black oxfords 
with a ratio of about 60 per cent. How- 
ever, the trade in high top shoes is 
picking up considerably. 





Installs New Windows 


PITTSBURGH, (UTPS)—The Parisian 
Bootery, 5200 Wood Street, S. B. 
Levine, manager, recently was re- 
modeled to give a complete new front. 
The bronze and other effects which 
embellish this attractive new exterior 
give results in keeping with the reputa- 
tion of the shop as a criterion of 
fashion. 

The manager makes regular trips to 
New York every three weeks, keeping 
closely in touch with the decrees of 
fashion as given by the shop’s name- 
sake “across the pond.” 








adit 


Sparkling with sciatillating style, bub- 
bling over with smartness and twinkling 
with captivating newness is ‘Spitfire,’ the 
season's latest and most authentic style. 


Aptly named, “‘Spitfire, possesses a swank 
and a daring which appeal to the most 
ardent stylist, yet in its quieter moments 
there is a winning wisttulness torits design 
which is equally atgractive to those who 
tavor subdued yet aristocrati¢ exclusive- 
ness. 


And not the least attractive part of this 
new shoe number is the price 


= ai 
| Cinderella 


379 Main St. East 


4 few Steps Wes 
O? Fasitan Theater 











Selected from Rochester, N. Y. 
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YOUR 
DANIEL GREEN 
POLICY FOR 1927 * 


1. Place a small order 
at once for im- 
1 mediate delivery. 


2. Place an advance 
order for July or 


August delivery for 
2 fall requirements. 


. Place your first 
order on display as 


3 
soon as_ received, 
—— and size in fre- 
} quently on a reg- 
ular schedule. e 


suggest once every 


lable Your Comfy Profits this Year 
i), Hy fh Ask the Daniel Green 


Salesman to Tell You How 


Our salesmen are starting out with the 1927 Daniel Green line for the new 
year. In spite of our pride in our line as shown in former years, we believe 
our 1927 showing strikes a new high level, both in selection of designs, in 
colors, and in new style features. 








We are, however, taking your admiration and hearty good will for granted. 
What we desire most of all, just now, is to ask you to meet the Daniel Green 
salesman on a new basis. 


He is not so much interested this year in getting an order from you, as in 
getting you to order on the right basis. Read over the three short paragraphs 
at the top of this page. Meet the Daniel Green salesman with that policy as 
your platform for 1927. 


Shoe merchants who have adopted this policy have doubled and trebled 
their sales on Daniel Green Comfys. This year we want you to do as well as 
they have done. This platform will enable you to display Comfys all year 
round, and reap all-year profits, as so many others are doing. If you don't 
care to wait, write us, and we will be glad to take care of your requirements 
at once, until the Danie] Green man reaches you. 


DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE NEW YORK 
Sales Offices 
10 East 43rd Street 10 High Street 189 West Madison Street 
New York City Boston, M Chicago, 


Daniel Green 
Comfy Slippers 





, 1927 
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Cowen-Nankin 
Merge to Open 


‘Miami Store 





M. L. Cowen is President of 
New Company and M. M. 
Nankin Is Vice-President 


MiAMI, Fia. (UTPS)—Cowen-Nan- 
kin, Inc., is the official designation of 
a new selling organization for Miami, 
which is soon to open for business in a 
new store at 2 West Flagler Street 
directly opposite the Bank of Bay Bis- 
cayne, according to Morris L. Cowen, 


president of the new corporation. .M.M..| - 


Nankin is vice-president and Henry 
Bulbin is announced as secretary and 
treasurer of the corporation. Flor- 
sheim shoes will be featured exclu- 
sively at the new store. 

Morris L. Cowen has been in the shoe 
business in Miami for about fifteen 
years and is actively identified with 
Cowen’s Shoe Store, 59 East Flagler 
Street. At the same location is Nan- 
kin’s Shoe Shop, which specializes in 
women’s high grade footwear. Both 
Mr. Cowen and Mr. Nankin have been 
residents of Miami for many years. The 
new Cowen-Nankin merger points to 
faith in the future growth and prosper- 
ity of Miami. 

A special representative from _ the 
Flérsheim factory has been in Miami 
for a month or more assisting in the 
supervision of special installations in 
the new Cowen-Nankin, Inc., store, a 
building which has been completely 
renovated at a cost of approximately 
$20,000. The store will have every com- 
fort for customers. The windows are 
attractively draped and illuminated at 
night with cove lighting effects. 

r. Singer, who will be the manager 
for the Cowen-Nankin Florsheim West 
Flagler Street store, was formerly 
with Sewell Brothers. He will have an 
experienced staff of clerks who are 
trained in the shoe service standards 
and policies of Florsheim, it is an- 
nounced. 

The new Cowen-Nankin, Inc., store 
will in no way affect-the original busi- 
ness at 59 East Flagler Street, oper- 
ated as Cowen’s Shoe Store, it is said. 
The corporation now has a total of five 
stores in operation here under different 
trade names. 





The Big Bhur <tore St Joseph Roth Kansar City: 


“Stepping-Stub” 








Selected from Kansas City, Mo. 





O’Berry One Cent Sale 


MiaMI, Fia. (UTPS) — O’Berry’s, 
with shops at 133-139 Seybold Building 
Arcade and on Northeast Second Ave- 
nue, conducted a one cent shoe sale last 
week. The sole purpose of the sale was 
to dispose of their stock of broken sizes. 
The sale brought them most satisfac- 
tory results. Their new $40,000 stock is 
now available at regular prices and in- 
cludes all sizes, widths, styles and ma- 
terials. O’Berry’s will open a larger 
store the middle of next month on the 
First Street side of the Seybold Build- 
ing. 


Clearance Sales Start 
in Baltimore Shops 


BALTIMORE, (UTPS)—Now that the 
holiday season is over, its aftermath— 
Clearance Sales—are -in order at all 
the leading shoe stores in this market. 
Odd sizes, broken lots, etc., always to 
be found or resurrected from the 
wreckage, if such it may be termed, of 


the hectic Yule buying period, are be- 


ing offered by the stores at sharp re- 
ductions. In some instances the reduc- 
tions are about 50 per cent, while in no 
instance are they less than 10 per cent. 

Hess’ in their Winter Sale are offer- 
ing every type of women’s shoes, in- 
cluding Pinet and other French shoes, 
at $6.95 to $9.95 that were $8.50 to 
$16.50, and incomplete lines in various 
styles in black, tan, patent leather, 
suede and satin at $5.95 that sold reg- 
ularly for $9 to $12.50. In the men’s 
department of the store high and low 
shoes in black and tan that sold for $8 
to $13.50 are offered for $5.95 to $9.95. 

Hochschild, Kohn & Co., which fea- 
tures the I. Miller line, is offering in 
their semi-annual sale shoes in the 
many attractive styles and shades fea- 
tured in this line at $7.85 to $11.85 
that were $12.50 to $21.50. 

In their first sale the Baltimore 
branch of the Queen Quality Boot 
Shop, 9 West Lexington Street, is fea- 
turing operas, Gore pumps, strap 
pumps and oxfords, patent leather, 
black and brown suede, black satin, 
black and brown kid and tan calf at 
$5.65 that regularly sell from $6 to 
$12.50. It will be recalled that the 
Queen Quality Boot Shop opened their 
Baltimore branch a few months ago. 

A special feature of the Diamond 
Jubilee of Joel Gutman & Co. is the 
offering of “Tru-Grip” women’s shoes 
for $5.95. This is the first time that 
the store has offered these shoes at 
this price since it began to feature the 
line. Heretofore they have always 
sold at their regular price of $7.50. 

As a feature of their Silver Anni- 
versary, Wyman’s is offering all shoes 
at reduced or special prices. The en- 
tire stock of women’s slippers in all 
leathers, styles and heels is being 
offered for $6.85 to $12.90 that were 
$8.50 to $16. In the children’s depart- 


‘ment the regular line of $3.50 shoes, 


scientifically fitted to the growing feet, 
are offered for $2.90, and boys’ shoes 
for $2.90 and $3.90 that were $3.50, 
$5 and $6. At the men’s store of Wy- 
man’s 111 East Baltimore Street, as 
well as at the men’s department at the 
Lexington Street store, all French, 
Shriner & Urner shoes, as well as all 
Johnson & Murphy shoes, are offered 





for $10.90, and other shoes are offered 
for $6.45 that were $8, and $7.85 that 
were $10. 

Lane Bryant, 345 North Charles 
Street, which features merchandise for 
stout women, features Adapto shoes 
for stout women and misses. In this 
line, which sells for $12.50, are includ- 
ed patent leather and black kid with 
genuine pin seal saddle, and black 
satin with suede saddle. An added 
feature of the shoe department of this 
exclusive shop is the Foot Service De- 
partment, under the direction of Dr. 
Byron Schindler, which affords women 
examination and advice gratis. Pro- 
fessional and expert treatment to those 
having foot trouble can be had in this 
department. 


Fire Damages Rothman’s 


CoLumBus, (UTPS)—Herman Roth- 
man’s store received several thousand 
dollars’ worth of damage in a fire 
which practically destroyed the build- 
ing on the northwest corner of East 
Long and Third streets. It has re- 
sumed business, as the damage suffered 
was mostly to stock rather than to the 
store itself. Following the example of 
the other Columbus shoe stores which 
have had fires recently, Mr. Rothman 
will NOT have a fire sale! 











Well-dressed men are 
careful to wear 
correctly styled shoes 
Men properly dressed are always 
correctly shod — their shoes are 
selected to harmonize with thew 

clothing. 

We have the correct models — 

shoes. of approved styling — that 

give extraordinary service. 

You'll finda complete assortment 
of Winter models, by 


Selz 
6.00 atid 8.50 
Selz-Six—6.00 


Men's: Shop— Separate Entrance on Fourth Street. 


THE H. & S. POGUE CO. 











Selected from Cincinnati 














Tulip 


You'll find this two-eyelet 
fits the foot and the picture nic 
it’s all spring —the quarter : 
heel-cover of dainty pastel parch- 
ment shell and a contrasting vat 
of plain shell underlaid with she 


ke 


+ 


to match the quarter. Don’t overs ~ 


look the five neat cuts-outs in the 
quarter. They high-light this Tie 
as much as its 261 last and the: 
18/8 spike heel. idiot, 


AT THE 


“SHOE BUYERS 


COPLEY PLAZA HOTEL 
ROOM 131 











> & 
Fee Zin 


G) 
+ ANS ¥ B pn saz 
SN SLAW 


eading the reports of our 
‘wholesale distributors from_.@ 
coast to coast—we confidently 
prophesy that the Tie has 
arrived as the dominant spring 
pattern and will be the most — 
vigorous,,sales-builder every- 








pred leathers. Colored stocks 
are low everywhere. Therefore 
—if you want colors—and you 
do—get your orders in imme- 
diately ! 


CUSHMAN-HOLLIS 
COMPANY 


Factory at Auburn, Me. 
Salesrooms, Albany Bldg., Boston 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 
Leaders of Industry 


The shoe manufac- 
Boston turers and _ whole- 
‘salers of this section are awaiting 
with interest the results of the two 
Boston Shoe Style Shows. to be held 
Jan. 10-12. In connection with 
wholesale shoe sales for 1926, it is 
interesting to note that they were 
considerably larger than those of a 
year ago. A small increase of ac- 
tivity in the local hide and leather 
market was reported late in Decem- 
ber. Prices have held firm, in spite 
of the lesser volume of business 
transacted. Although November and 
December are ordinarily the months 
when shoe manufacturing operations 
are on the decline, reports from some 
of the important shoe making cen- 
ters of New England indicate that 
conditions in general are fair. The 
total output of New England shoe 
factories was 14 per cent above No- 
vember of last year. There is much 
action being put into the summer- 
weight shoe campaign, and all the 
factories making men’s shoes are in- 
cluding summerweight types in 
salesmen’s samples for the spring 


trade. 

M Volume business 
Haverhil still awaits a 
better understanding of the style 
and color trend, while not a few 
buyers are looking for new prices on 
spring merchandise after the open- 
ing of the year. The general wage 
revision in the local industry, how- 
ever, has not brought radical changes 
and shoes will be refigured with only 
minor advances. The new hour and 
piece rates awarded the industry 
represent an advance in total labor 
costs of from one to five per cent. 

Present business is generally good, 
with weekly production and employ- 
ment figures increasing gradually 
each week. All the shoe manufac- 
turing units report business more 
brisk and expect to receive a sharp 
stimulus immediately following the 
opening of the year. Many of the 
local shoe men plan to visit the Chi- 
cago market early in the month, and 


all express the belief that subse- 
quent business will be good. 

A few production problems are 
already arising, with the colored kid 
question affording one of the most 
perplexing. Many of the larger 
makers bought their upper stock 
early in the fall, but there are many 
less satisfactorily situated and col- 
ored kid supplies threaten to be 
reduced to a minimum even before 
the season is far advanced. 

Business in. the 


St. Louis wholesale district, 


particularly in the general line 
houses, is reported as normal. The 
specialty manufacturers report en- 
thusiastically- regarding orders for 
spring footwear. One of the largest 
of the group reported one of the best 
Decembers in the company’s history. 

All of these institutions are run- 
ning almost to capacity and orders 
are expected to show a tremendous 
increase soon. The larger buyers 
are buying for their immediate needs 
but it is reported that the smaller 
merchant who does not visit the 
market is also placing orders freely 
for his spring requirements, Pastel 
parchment is running away with the 
style field. The head of one of the 
big specialty manufacturers stated 
that the avalanche of orders for 
pastel parchment has to some extent 
upset the plans of both the manufac- 
turer as well as the tanner, as 
neither had prepared for the present 
demand for this colored leather. The 
tendency is for pastel parchment and 
lighter shades. One tone mentioned 
was water lily, which is having some 
demand in the call for high colored 
leathers in the blond field. 


Most of the fac- 
Brockton tories here are 
manufacturing on their spring runs, 
with a good volume in sight and in 
prospect. The few factories idle 
specialize in the so-called cheaper 
grades of shoes, business in which 
lines is less bright than for many 
months. The continued demand for 


an even cheaper shoe is being 
pointed out by the jobbers who take 
most of the output of these shops. 

Brockton’s output of shoes was 
considerably less in the year just 
closed than in 1925, according to 
fairly reliable figures obtained from 
the local shipping centers and from 
an estimated shipment of the parcel 
post packages compiled by Post- 
master L. T. Briggs. 

According to the _ tabulations, 
there was a sharp falling off early in 
the year and again at the close. 
Total shipments for the year were 
420,181. cases, as compared with 
546,864 cases in 1925, or a drop of 
approximately 2000 cases a month. 
Total shipments amounted to 10,- 
504,525 pairs, as compared with 13,- 
466,532 pairs in 1925. Total value 
of shipments this year is estimated 
at $59,774,887. 

Shipments in cases by months 
follow: January, 30,152; February, 
31,832; March, 44,550; April, 41,- 
306; May, 32,206; June, 36,081; 
July, 25,038; August, 35,335; Sep- 
tember, 45,371; October, 33,789; No- 
vember, 28,075; December, 26,476. 

Parcel. post shipments are esti- 
mated on the basis of from 3500 to 
4000 pairs a week by Postmaster 
Briggs, -who strikes an average 
from. daily shipments selected from 
time to time during the year. 

The value of the total output may 
be somewhat under the figures pre- 
sented, since there were a few small 
factories which took up the manu- 
facture of a cheaper grade of shoe 
than represented in last year’s fig- 
ures, but the difference is not a 
material one. 


Unions Called to Account 


By Charles H. Jones 
Commonwealth Shoe & Leather Co., 
Whitman * 

Brockton and the South Shore 
district gradually will lose the bulk 
of its shoe business unless the 
unions awake to the realities of mod- 
ern shoe competition. We want to 
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make shoes in Whitman, but what 
we don’t make there we will have to 
make elsewhere if conditions and 
prices cannot be arranged. Volume 
of business in the strictly No. 1 
grade is not as great as it has been, 
and is likely to still further decline. 
We wish to meet this condition by 
introducing a shoe of cheaper type, 
but the unions are unwilling unless 
we comply with conditions set forth 
in Brockton for such a grade of shoe. 
Under those conditions we would be 
unable to continue to make the shoe 
we now turn out as well as the one 
we propose to make. 

We have no desire to be a party 
to a reduction in wages. We wish 
to make a shoe that does not require 
as much good work; we desire to 
pay a lesser price for it, giving a 
workman enough shoes to do so that 
within the limits of his regular day’s 
time he can make as much on the 
new work as on the old. Unless ‘we 
can find some way of getting to- 
gether, I do not believe the business 
in this community and in the district 
can be satisfactory. It may have its 
ups and downs, of course, but the 
tendency will be away from the finer 
grades. Hence I believe the other 
type of shoes must be made. 


Lynn has started the 
new year with much new 
business, many new styles and plenty 
of enthusiasm. Details of styles, as 
well as of prices, will be threshed out 


Lynn 


in the January markets, which now | 


have the attention of a multitude of 
buyers as well as manufacturers. 

Growing girls’ shoes are a highly 
developed specialty in Lynn, and in 
them many buyers may have a spe- 
cial interest. These shoes, primarily 
planned for large footed schoolgirls, 
and made in style patterns, are now 
produced in most excellent styles, 
suitable for small footed dainty 
young women as well as for school 
and college girls. 

These shoes are made over lasts 
of special measurements. The heels 
are modestly low. The toes are sym- 
metrically round. There is a dainti- 
ness to them that is becoming to 
young persons. Patterns of these 
shoes for growing girls show one- 
strap pumps, ritzy sandals with 
front straps and floating straps, ties, 
step-ins with buckle trimmings, and 
even step-ins with both bows and 
tongues. The “Roll-em” pump, a 
favorite of a year ago, is still sell- 
ing. The one-straps are pitched 
high, and they set very snug to the 
ankle. Scalloped straps look fas- 
cinating, especially when on shoes 
with scalloped quarters. 

Materials of shoes for growing 
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girls consist of the leathers of the 
chart, such as pastel parchment, 
roseblush and stone gray, with con- 
trasting trimmings, and of patents 
and some cherry and copper luster 
leathers; these also have their con- 
trasting trimmings. A -number of 
novelty embossed leathers and nov- 
elty colored leathers are used for 
trimmings. They are all selected for 
fineness of grain or delicacy of color, 
such as is becoming to growing girls, 
junior misses, flappers or whatever 
other term one wishes to apply to 
the girls of today who are wearing 
the styles of today as well as prepar- 
ing for the styles of tomorrow. 


Freedom of Footwear 
Fashions 
By Albert N. Blake 
Watson Shoe Co., Lynn 


The best means 
for the regulation 
of shoe styles is 
through freedom 
of choice of 
styles. Our style 
committees 
interpret the 
trend of fashion, 
and present their 
interpreta- 
tions at the semi- 
annual councils. 
They set forth the general course of 
style. movements. It then becomes 
possible for the manufacturers of 
shoes as well as for retail shoe mer- 
chants to follow the course as fore- 
casted, each according to his indi- 
vidual abilities as well as circum- 
stances. Furthermore, if we are to 
maintain that force which we call 
“shoe consciousness,” then the indi- 
vidual must have liberty to choose 
her styles in footwear, according to 
her conscience, or according to her 
individual requirements, good taste 
and means. We are more remote 
than ever from standardization of 
styles. We are in a period of free- 
dom in footwear fashions. 


A. N. Blake 


e e + 
Ciacinnadd 3 
a very satisfactory and profitable 
one for most of the local factories. 
Production early in the year was 
maintained and good averages made 
throughout the year. Stock depart- 
ments were drawn on heavily and 
style footwear will be continued by 
most factories and efforts made to 
meet the constant big demand for 
stock shoes. 

Colors and most staple patterns 
will be featured and trade-mark and 
corrective shoes will be well adver- 


63 


tised: Field nien will be kept busy 
on the corrective footwear promotion 
work and the new year will be 
launched with an optimistic feeling 
for still larger and better results. 

Some of the local factories have 
caught up with the demand for De- 
cember and early January shipment 
of spring orders, and a lull is being 
felt which is characteristic of this 
time of the year. Many buyers are 
awaiting the conclusion of the style 
show, after which the anticipated 
orders will no doubt come in more 
readily. Orders now being received 
are small and are for the light 
shades, such as parchment, roseblush, 
shell gray with frosted kid or opal- 
escent trim and tan calf or sandal- 
wood calf with paisley trim. Mesh 
trim, or checkerboard, is featured by 
some of the local factories, closely 
matching in effect the imported 
gingham kid. Patents are holding 
up well and, used with blending 
trimmings as well as with- paisley 
kid inlays and trims, are very effec- 
tive. 


: The holidays 
Milwaukee (77°,20"s4’ 
production in some of the local manu- 
facturing plants here due to their be- 
ing closed down between the holidays 
to take the annual inventories. While 
some of the factories closed for sev- 
eral days, others closed just long 
enough in each department to take 
stock and then reopened. At the 
Weyenberg Shoe Mfg. Co. the depart- 
ments were not closed more than 
three days taking inventory, follow- 
ing which they started to work 
again. The representatives of the 
company were off the road during 
the holiday season and went back to 
their territories after Jan. 10. 

The plant of the Albert H. Wein- 
brennen Co. closed between the holi- 
days to take inventory and reopened 
again after Jan. 1 on the same pro- 
duction basis. The output of this 
plant, which is work shoes, has been 
maintained at a good level through- 
out the season, as it is a staple, and 
indications point to the business 
being good during the coming sea- 
son. 

Belief that the trade will continue 
to buy shoes on the hand-to-mouth 
policy was expressed by William A. 
Edmonds, president of the Edmonds 
Shoe Co., who reported that the firm 
has already received some orders for 
spring styles and was now working 
on the spring footwear. The Ed- 
monds company confines its output 
to a conservative style of shoe and 
hence will not entirely follow the 
trend of very light shades for 
spring. 
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Shoes with a college 
education 
Shoes that took all the pep and per- 


sonality courses and made the PEPPA 
SNAPPA frat. 


Shoes that the young fellows and 
every youthful spirited man will take 
to if you take them into your store. 


A line to the factory will 
bring samples to your door. 


To retail at $7 to $8 


Huckins & Temple, Inc. 
Milford, Mass. 
Boston Office, 135 Lincoln Street 


Ben Teasdale, Western Representative, 
324 Republic Bldg., Chicago 


THE SHOES YOU ORDER ARE THE SHOES YOU GET 
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Next St. Louis 
Pageant Will Be 
Four Days Long 


Nov. 28, 29, 30 and Dec. 1, 
Dates Selected by Manufac- 
turers and Wholesalers 


St. Louis—The St. Louis Pageant of 
Footwear Fashions will be held on Nov. 
28, 29, 30 and Dee. 1, 1927, according to 
an announcement made by Harry G. 
Johansen, president of the St. » A 2 
Shoe Manufacturers and Wholesalers 
Association, under whose auspices the 
spectacle is presented. One more day 
has been added making it four instead 
of three as before. 

The dates were adopted at a recent 
meeting of the association where the 
past show was declared an unqualified 
success. The attendance and the en- 
thusiasm registered by hundreds of 
merchants attending prompted the 
manufacturers to select again the same 
dates established this year. 

Merchants who placed orders at the 
St. Louis show for colored kid shoes 
are highly elated as already manufac- 
turers are discussing whether or not 
there will be a plentiful supply of the 
wanted leathers when the volume of 
business pours in after the first of the 
year. 

The St. Louis manufacturers were 
highly pleased with the business booked 
at the St. Louis show and all agree that 
next year will surpass any previous 
show in point of attendance. 


Want Duty on Calf 


WASHINGTON, D. C.—Representative 
Connery of Massachusetts and Lampert 
of Wisconsin, both now have bills 
, pending before the Ways and Means 
Committee of the House to place a duty 
on “calf and veal leathers,” “finished 
or partly finished.” 

The Connery bill provides a duty of 
20 per cent while the Lampert bill 
would place a aa | of 30 per cent on 
these - leathers. hile no announce- 
ment has been made it is considered 
possible that the calf tanners will be 
given an opportunity to appear before 
the committee and tell of some of the 
foreign competition which they are 
called upon to meet because there is 
no tariff at all on their product at 
present. 


Women to Prefer Blonds 


RocHEstTer, N. Y., (UTPS)—Gentle- 
men are not going to be the only ones 
to prefer blonds this spring, accord- 
ing to Harry Wetmore, of D. Arm- 
strong Company, manufacturers of 
women’s shoes. 

In shoes the ladies are going to 
prefer blonds and all sorts of light 
shades, he said. D. Armstrong Com- 
pany is already turning out a variety 
of stylish shoes for the spring trade 
and blond shades are very conspicu- 
ous among them. 





“King” Succeeds Thomas 


Detrorit—F. L. Kingsolver, better 
known as “King,” stepped into the 
shoes of Ira Thomas as head of the 
Michigan sales organization of the 
Endicott-Johnson Corporation on Jan. 
1. After twenty years in the shoe 
business, Thomas finally yielded to the 
lure of Detroit’s home industry and has 
taken over the presidency of his auto- 
mobile sales agency there. “King” en- 
tered the Endicott-Johnson organiza- 
tion from the University of Michigan 
about twelve years ago and has been in 
the Detroit territory most of the time 
since. 


Norton-Berger Quit 


LitTLE Rock, ARK., (UTPS)—The 
Norton-Berger Shoe Co., 116 East 
Markham Street, the only wholesale 
shoe company in the city, announces 
that it will liquidate its affairs and go 
out of business immediately. Its offi- 
cials and stockholders have been with 
it since its organization twenty years 
ago. During that time it has been 
located in the same block and for 14 
years in the same building. The com- 
pany’s products have been sold to re- 
tail houses in Arkansas, Louisiana and 
Texas. Before entering this business 
Mr. Norton had been connected with 
the Gus Blass Co. for twelve years. 


Coon Estate $700,000 


RocHester, N. Y., (UTPS)—Wilbur 
B. Coon, former head of W. B. Coon 
Company, shoe manufacturers of this 
city, left a gross estate appraised at 
$717,390, according to a transfer tax 
deposition filed yesterday in Surro- 
gate’s Court here. Debts, claims and 
administration expenses reduced the 
net estate to $542,724.70. Mr. Coon’s 
holdings of 19,900 shares of stock in 
the shoe company were appraised at 
$696,500. The family home at East 
Rochester was listed as an equity of 
$23,000. 


May Change Grade 


BrocKTON — The Craig, Reed & Em- 
erson Shoe Co. is experimenting with 
a new shoe for growing girls, and if ex- 
periments now being made prove satis- 
factory and satisfactory prices may be 
obtained, the concern plans to manu- 
facture the new grade which is of a 
somewhat cheaper type than the con- 
cern now makes. The company says it 
feels there is a good field for this new 
type of shoe. 


Shipments Start Early 


CINCINNATI—The Cahill Shoe Co. 
reports early shipments in progress 
and business coming in readily. Colors 
are selling well. but black shoes are 
well represented. Styles carried in 
stock have shown good sales and in- 
creased business on catchy styles ready 
for shipment, is looked for. 





Christmas Party Held 
By Nunn-Bush Employees 


MILWAUKEE—The annual Christmas 
party of the Nunn-Bush and Weldon 
Shoe Company was held Monday eve- 
ning, Dec. 27, at the Wisconsin Theater 
Roof Garden in Milwaukee, while the 
children’s party was held on Dec. 24 
at the Strand Theater. This is an an- 
nual affair held under the auspices of 
the Co-operative organization in the 
factory and is attended by wives, hus- 
bands and sweethearts of the employees 
and a dance is given that makes the 
Christmas season a jolly one in the 
N. B. organization. 


Sullivan, ‘Ad. Manager 


ENpIcoTT, N. Y.—Announcement of 
the appointment of D. F. Sullivan as 
advertising manager of the Endicott- 
Johnson Corporation, effective Jan. 1, 
has been made. He succeeds C. W. 
Curtis, who will undertake a plan of 
direct sales promotion in the Eastern 
States. 

Mr. Sullivan was graduated from 
Harvard in 1920 and Harvard School 
of Business in 1922. He has since been 
associated with the Endicott-Johnson 
Corporation and has recently been as- 
sistant to Mr. Curtis in the advertis- 
ing department. He is one of the 
youngest executives in the corporation. 

The Endicott-Johnson Corporation, 
one of the largest advertisers in the 
shoe industry, will continue its pro- 
gram of national advertising, which is 
one of the basic features of its policy 
of complete cooperation with the retail 
trade, Mr. Sullivan announced. 


Lape & Adler Party 


CoLumBus, (UTPS)—AIl employees 
of the Lape & Adler Shoe Co. were 
entertained by the management with a 
Christmas party held at the Columbus 
factory. This was the second annual 
Christmas entertainment, the custom 
having been inaugurated last year by 
W. T. Dickerson, managing director. 

Although Mr. Dickerson is now visit- 
ing in the West, he made arrangements 
for this party before leaving. A 
spread, distribution of gifts, and danc- 
ing were features of the entertainment. 


Coon Christmas Party 


RocHester, N. Y. (UTPS)—Em- 
ployees of the fitting room of W. B. 
Coon, shoe manufacturers, held their 
annual Christmas party at the firm’s 
North Water Street plant Saturday. 
Refreshments were served and enter- 
tainment was furnished by the em- 
ployees after which there was dancing. 

Amy Valentine, as Santa Claus, dis- 
tributed Christmas gifts, which in- 
cluded a Masonic watch and chain to 
Max Grossman, superintendent of the 
fitting department, and a picture to 
Mrs. Tesch, his assistant. 


May Add Girls’ Shoes 


BrockTon — The Schwarz & Ruggles 
Shoe Co. of this city, whose output 
has steadily increased during the past 
few years, soon may make a growing 
girls’ shoe in addition to its line of 
men’s. welts. 
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ANNOUNCING 
NEW PRICES 








Imported Black Calf, Custom Ox- 
ford, Flexible Box, Wales Last, 
B and D Widths, $3.40, less 4% 15 
days. 








On Our 
New Line of 
Calf Oxfords 


Imported and Domestic Calf 
Leather Oxfords, Black Calf 
and English Calf Lined, $3.40. 


In Stock 
January 15th 


We have designed a line 
of values and styles that speak for 
‘The ever increasing popu- themselves. We cater to cus- 
larity of the Dover Line tomers who discount their bills. 
attests the correctness of ‘ : 
We cannot finance increased bus- 


our slogan: 
The Right Shoes iness unless we have prompt pay- 
t ° ‘ 
The Right Times ment. We give, in return for 
at rompt payment, outstandin 
The Right Prices. P BEF Pia 8 
values in fast selling, good profit, 
Our guarantee: Oak bend 
soles on every pair. calf oxf ords. 


a 


Write for our salesman to call or for samples to be submitted. We prepay 
samples. Our salesmen will be on the road January 3rd. See them be- 


fore you decide for spring. 


DOVER SHOE COMPANY 


DOVER N. H. 
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Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


Robt. B. Smith, 
pres. B. & S. T. A. 
Ass'n of N. Y. 


OBERT B.. SMITH, récently 

elected president of the Boot and 
Shoe Travelers’ Association of New 
York, severed a connection of. three 
years with the Boyden Shoe Mfg. 
Co. of Newark, N. Y., on Jan. 1, 
to go with the James A. Banister 
Co. of the same city. Mr. Smith will 
take care of the metropolitan district 
and Philadelphia, as he has for the 
past three years. His office will be 
in the Bush Terminal Sales Build- 
ing in West Forty-second Street, 
New York City. 


LARKE BROWNING, who rep- 

resents Krippendorf-Dittmann 
Co. on the “westernmost” Coast, 
heads the Pacific Coast Shoe Trav- 
elers’ Association. George D. Har- 
ron, representing the Elbee Shoe 
Mfg. Co., is vice-president, and Sol 
Peiser is secretary-treasurer. These 
“knights of the grip” were elected at 
the recently held annual meeting of 
the organization. The association 
has enjoyed a prosperous 1926 and 


J. N. Bogoff, sales- 
manager G. W. 
Herrick Shoe Co. 


Clarke 
pres. Pacific Coast 


Arthur Roan, with 
A. H. Berry Shoe 


in the Nation 
BY HELEN M. HANEY 


Browning, Harry 


Boys 


its members look forward to a still 
more prosperous 1927. 


OUTHERN gentlemen of the shoe 

trade always welcome a call from 
their old friend, Harry Huckins, 
salesmanager of Huckins & Temple, 
Inc., Milford, Mass., who will shortly 
be visiting them with the Knox line 
of Varsity styles for young men. 
Few shoe salesmen have broader ex- 
perience and acquaintance than Mr. 
Huckins, and his painstaking service 
is everywhere appreciated by his 
customers. 


P. ROACH recently joined the 
¢ salesforce of Huckins & Temple, 
Inc., of Milford, Mass., and covers 


New Jersey, Maryland, Delaware 
and the District of Columbia, as 
well as a part of New York City. 
Mr. Roach will make his headquar- 
ters at the Portland Hotel in Wash- 
ington, D. C., and during the con- 
vention of the Pennsylvania Shoe 
Retailers’ Association at Washing- 


with Nu 


Corp. Shoe Co. 


Huckins, 
salesmanager 
Huckins & Temple 


M. M. Goldreyer, 
Way 


J. P. Roach, 
with Huckins & 
Temple 


ton, Jan. 24, 25 and 26, he will dis- 
play the Knox shoe line of Varsity 
styles at the Hotel Rawley, Wash- 


ington. 


N. BOGOFF, for the past six 
J. years with the F. M. Hoyt Shoe 
Co. of Manchester, N. H., has re- 
cently been appointed salesmanager 
of the G. W. Herrick Shoe Co. of 
Lynn, Mass., makers of high-grade 
women’s novelty McKays. Mr. Bo- 
goff will call on the special volume 
operators of the country. 


66 ONEST ARTHUR” ROAN of 

Bloombsburg, Pa., has trav- 
eled the Keystone State for the past 
15 years for the A. H. Berry. Shoe 
Corporation. He recently received 
his complete new line of spring 
samples and is looking forward to a 
prosperous 1927. 


AXWELL M. GOLDREYER, 
formerly with Rosenwasser 
Bros. of Long Island City, has re- 


He a 


E. J. Walker, with 
Ault - Williamson 
Shoe Co. 
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A complete line of win- 
ners in ie infant 
and children 
is shown in the Wein- 

Send 









for a copy. 


ERE is an old saying that says, “Goods well bought 
are half sold”. Those few words are apt to be mis- 
understood unless you interpret them correctly. It all 
depends on what you mean by well bought. 


Buying at the lowest price doesn’t always mean “well 
bought”. For, price means nothing unless quality is 
built into the merchandise. Nor does price mean much 
until the goods have been sold at a profit and have 
given satisfactory service. 


Dealers the country over have proved to their satisfac- 
tion that Thorogood shoes for children assure de- 
pendable profits because they bring the repeat business 


so essential to any business. 


They have learned that “goods well bought” refers to 
the quality of the shoes, the care with which they’re 
finished and the profits they assure. 


Why talk price until you’re assured that the shoes 
will sell, stay sold and bring the repeat business that 
has made Thorogoods the preferred line for over a 
quarter of a century? 


ALBERT H. WEINBRENNER CO. 


MILWAUKEE, WISCONSIN 


talk 


Price 
7 
Profits 


are 
assured 
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Ajax Shoe Co. 


and is now associated with 
Way Shoe Co. of Duane 
New York City. Mr. Gold- 
vill represent this house in 
erritory he has covered for 
quite a number of years, namely, the 
State of New Jersey. Nu Way fea- 
tures a line of “supreme stouts,” 
‘mown as Dr. Rubeshaw’s. Mr. 
iIidreyer is well acquainted in his 
erritory, having traveled there 
bout five years, and hopes, with the 
*kground he already has, to put 
.e line over successfully. 


4 WALKER is the man who 
ells Constant Comfort and 
vant Style shoes in Chicago and 
vicinity. He is an Ault-Williamson 
booster and says that he has had 
only three positions in his life and 
“hat is all he wants. E. J. started in 
the shoe business with the Regal 
Shoe Co. and was with them 12 
years, four as a salesman and eight 
as manager of one of their Chicago 
stores. Next he became assistant to 
Mr. Jefferies at Mandel Brothers; he 
left this position to become a “knight 
of the grip” for the Ault-Williamson 
Shoe Co. Mr. Walker is not the 
only A.-W. salesman in his family. 
Last year, when he broke his leg and 
was unable to work for some time, 
Mrs. Walker covered his territory for 
him and proved to be a fine sales- 
man. 


OUIS ORINGER, the live wire 

Southern representative of the 
Ajax Shoe Co., Inc., sole distributors 
of New York “Stylebilt’”’ shoes, will 
make an extensive trip throughout 
the following states, starting Jan. 2: 
Virginia, North Carolina, South 
Carolina, Georgia, Alabama, Florida, 
Mississippi, Louisiana, Texas, Ar- 
kansas, Tennessee and Kentucky. 
“Wait for ‘Lou’ with the shoes that 
fill the till,” is the urgent request 
of Mr. Oringer. 


E Chicago Shoe Travelers’ As- 
sociation has elected the follow- 
ing officers for 1927: S. G. Solomon, 
president; Geo. A. Collins, vice- 
president; Chas. Heilbrun, secretary 
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and treasurer. M. W. Spencer, John 
Walsh and Dave Marks were elected 
to the board of governors. At this 
meeting plans were made to launch 
the candidacy of Dave Davis for the 
presidency of the National Shoe 
Travelers in 1928. 


B. KERICH, who has for 
@ several years represented 
the Red Wing Shoe Co., has joined 
the salesforce of the Bob Smart Shoe 
Co., makers of popular priced young 
men’s style shoes, Milwaukee, Wis., 
and will cover Kansas and Okla- 
homa for this house. Mr. Kerich is 
on his territory and is sure that his 
many customers and friends will be 
interested in his new proposition. 


ALPH WOLPE, well known Chi- 
cago shoe traveler, has recently 
taken over the representation of the 
Samuels Shoe Co. of St. Louis for 
Wisconsin, Michigan, Northern In- 





R. S. Wolpe, with Samuels 
Shoe Co. 


diana, Chicago, and Northern Illi- 
nois. Ralph says he’s “tickled to 
death” with his new line and that 
the season will be a “clean-up” one 
for him. 





Dave Kessler covers 


Ky., Tenn., Ala., 

S. C. and Ga. for 

Bettman - Dunlap 

Unit, L. A. Cros- 
sett Co. 





W. B. Kerich, with 
Bob Smart Shoe Co. 


ED GOODNOW of Logansport, 

Ind., of the United States Rub- 
ber Co.’s Chicago branch, passed 
away on Dec. 12, following an oper- 
ation for appendicitis. Mr. Good- 
now had been a footwear salesman 
at the Chicago branch for 20 years. 
He was widely known throughout 
the big “U. S.” organization and his 
death is a real sorrow to his many 
friends. Mr. Goodnow was born at 
Toledo, Ohio, Dec. 20, 1875. He 
was a member of the N. S. T. A. and 
leaves a widow, Lotta M., his bene- 
ficiary under the new N. S. T. A. 
group insurance. 


T the recent annual meeting and 
election of officers of the Phila- 
delphia Shoe Travelers’ Association, 
C. R. McClellan was elected presi- 
dent, H. Newton Compton first vice- 
president, James H. Moody second 
vice-president, Willard S. Piatt 
third vice-president; board of gov- 
ernors, Wm. F. Clements, Paul S. 
Lippincott, Jr., George Drysdale, 
William Miller and Frank L. Fitz- 
patrick; delegates to the N. S. T. A. 
convention, Arthur C. Earle, H. 
Newton Compton, Frank M. Beckett, 
A. J. Goldstine, Sidney Horwitz. A 
vote of thanks was given to the re- 
tiring president, L. L. Enow. Past 
National and Past Local President 
James L. Scanlon was elected an 
honorary member. The reports of 
Frank I. Oberfield, chairman of the 
membership committee, and Secre- 
tary-Treasurer Wm. Schoell showed 
substantial increases. 


E learn that Henry Hagan of 

N. S. R. A. renown, who re- 
cently made arrangements to repre- 
sent Johansen Bros., with sales 
headquarters in the new Statler 
Building, has been obliged, owing to 
the “telephone mix-up,” to take tem- 
porary space at Room 711, but his 
permanent sample room and office 
will be at Room 533. 


HE Krohn-Fechheimer Co. sales- 

men have recently completed 
their sales convention for spring 
selling. 





Ja 
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oull Tove Our | 


LI ROWING girls footwear is setting 
(7 its own standard. Above all else the 
(\ 24) modern miss wants style. Prettiness of 
SS pattern, daintiness of design and girlish 

"appearance with a suggestion of the 
grown up appeal to her. 














Under the trade name “Modern Miss” 
our organization offers to the retail trade 
a Welt line embodying these essentials, 
plus popular prices— it will sell at prices 












"Be ctty W | 
A style representative of the She Symbolizes in F oot- € 


“Modern Miss” interpretation 


FS of sport footwear for girls. and wants of the Young a 








HUTH & JAMES SHOE MFG. Co. 
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1927 








‘MODERN 
MISS” 
ranging from $2.90 to $3.85; an instock 


department featuring A, B and C widths; 
the services of a stylist; and the shoe 
making for which the Milwaukee mar- 
ket is now nationally known. 






Our salesmen are in their territories 
now. Allow them to introduce you to 
our “Modern Miss”. You’ll love her/ 





Maryn! 


It- ear, the Ww is hes A one strap of pretty design 
and dainty lines. 
ngpady of Today 


# X 


MILWAUK ER ;— WISCONSIN. 


= 
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Stock No. 110—Men’s 
Tan Exeter Grain Calf, 
quarter lined, Oak Bend 
outsole overweight. Solid 
leather all a a Brogue 





















BARKER 
BRAND 





yY Jo SELL 
ROFITABLY= 












Barker Brand Shoes make money for merchants who handle 
them. 

To the customer their style is appealing, their fine quality ap- 
parent—and the price is just what the average man wants to 
pay. 

Fifteen styles in our In-Stock department give a style range 
that is sufficient for present day business—the two prices $3.15 
and ‘$3.40 give the price range for popular selling. 




















HUNTINGTON SHOE & LEATHER CO. 
HUNTINGTON, INDIANA 
































, 1927 


Los Wee | 
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A’ VERITABLE STREET- 


84 Within a Radius of 2 Blocks in a 
City of 12,000 


Meoesr of the buildings on this street are typi- 
cal of those in the average business district. They 
are reminders of yesterday and today. 


Above the I-Beams:are traces of the architec- 
ture which was in vogue when the hitching post 
and watering trough still were.a necessity. “Below 
the beams the aspect is different. 


The old box-type fronts with their huge, un- 
sightly pillars, plates of glass extending to the ceil- 
ing, and steps terraced up to the entrance, have 
been transformed, with but few exceptions, to mod- 
ern Kawneer Store Fronts — fronts thoughtfully 
planned to effectively exhibit and sell modern mer- 
chandise. 


Let us tell you more of what it will mean to 
have a Kawneer Front in your store. 


Consult Your Architect 


SOLID COPPER 


STORE FRONTS 












OF KAWNEERS 











nie 







COMPANY 
913 N. Front St. 

Niles, Mich. 
Send book showing 
numerous types of 
fronts for my business. 
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QOLIDOLIROGD OGRE) 
GOST OSTIQOGO 


An exceptionally active pat- 
tern, proving its wide 
appeal. 


Made to order in any 
combination. 


Imported German Silver. Kid 
and White Satin Paumps— 
ready for delivery. 





pik Mow. ass. 


Feature Fit 


With Fair Sex Shoes, things are 


just as they seem. 


Fair Sex Styles have that little 
edge which puts them across 
more easily—and that impor- 
tant quality of smooth fit which 
clears the way to quicker and, 


therefore, more profitable sales. 


Bought with Confidence 
Sold with Profit 


RNOGROGROGROGRE 
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As gifts for holidays 6r anniversaries 
nothing is more acceptable to women. 
than a pair of beautiful boudoir slip- 
pers. Greeley Boudoirs are a steady 
selling line the year around because they 
are handsome enough for any occasion. 

Let us send you samples of our new 
styles—with prices. 








A. W. GREELEY 
Manufacturer 
Haverhill : Mass. 











100% PROFIT 





A big percentage of your customers need arch 
supports. You can make a handsome profit selling— 


Mayer’s Corkushion cArch Supports 


Guaranteed to quickly relieve foot and leg pains 
resulting from “‘flat feet” len arches” or fallen 
metatarsal (anterior arch) bones. Do not confuse 
yer’s with the ordinary, hard, un- 
scientific kind. rx cont 's are made of pure cork and 
soft, flexible leather, 
insuring comfortable, 
free action. Quickly 
adaptable to any style 
of last. Do not injure 
shoes and will outlast 
three pairs. 
Write for illustrated, descriptive folder showing how you can 
appropriate these extra profits without adding to your overhead. 


MAYER ARCH SUPPORT COMPANY 
1809 Center Street Milwaukee, Wisconsin 











Che Breakers 


ATLANTIC CITY 


Preferred—in Winter and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan. . 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra. 
Dancing. Garage on premises. 
JOEL HILLMAN, President 

JULIAN A. HILLMAN, V.-President 

















GOHTONTOSOONTO 


Brooks ToE SLIPPERS 


BOX TOES 


618 BLACK KID 


Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 


No. 608 
PINK SATIN 


Women’s 2% to 8 $3.40 
Misses’ 11% to2 3.35 


- 
BROOKS S Fi U2 "IE G 
172 e) ee No: ¢ Street opeustersse en 
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0A, nnouncing 


a National Newspaper Campaign for 


BARBOUR STORMWELT 
TO HELP YOU SELL MORE SHOES 








FORTY LEADING NEWSPAPERS in 35 principal cities of the United States with a combined 
circulation of approximately eight million readers will be used in this National Drive. 


WEEKLY ADVERTISEMENTS occuping a space of 10 inches on 3 columns each will appear 
simultaneously in the following papers. 


Publication dates of this series will be January 21, January 28, February 4 and February 11. 
8 Nh ESR emo 


State and City 
ALABAMA 
Birmingham 


CALIFORNIA 
Oakland 


San Francisco 


COLORADO 
Denver 


CONNECTICUT 
Hartford 
New Haven 
New Haven 


D. C. 
Washington 


ILLINOIS 
Chicago 

INDIANA 
Indianapolis 


MARYLAND 
Baltimore 


MINNESOTA 
Minneapolis 
St. Paul 





Paper Circ. 


News 76,974 


77,005 
167,025 


Tribune 
Examiner 


Post 147,115 


53,125 
46,218 
15,548 


Times 
Register 
Times-Leader 


Star 98,509 


700,443 


Tribune 
News 130,660 


Sun 244,156 


118,860 
164,108 


Journal 
Dispatch & Pioneer- 
Press 





State and City 


MICHIGAN 
Detroit 


NEW JERSEY 
Jersey City 
Paterson 


NEW YORK 
Buffalo 
N. Y. City 
N. Y. City 
Brooklyn 
Syracuse 
Rochester 


OHIO 
Cincinnati 
Cleveland 


OREGON 
Portland 


PENNSYLVANIA 


Philadelphia 
Pittsburgh 


RHODE ISLAND 
Providence 


TENNESSEE 


Paper Circ. 


303,598 


News 


Journal 44,138 
Call 16,704 


134,469 
283,870 
Times 


358,350 
Eagle 73,764 
Post-Stand. 55,034 
Democrat-Chronicle 81,165 


News 
W orld 


Post 192,464 
Press 222,637 


101,188 


Oregonian 


Bulletin 
Press 


533,169 
183,495 


105,099 


Journal-Bulletin 


MASSACHUSETTS Memphis Commercial-A ppeal 100,934 


Boston 
Boston 
Boston 


Springfield 
Worcester 


MISSOURI 
Kansas City 
St. Louis 


Post 
Globe 


Herald-Traveler 

Union, and Republi- 
can and News 

Telegram-Gasette 


Star-Times 


Globe-Democrat 





377,443 
280,159 
250,463 


122,145 
93,314 


TEXAS 
Dallas 


498,001 
266,697 


Fort Worth 


VIRGINIA 
Richmond 


WISCONSIN 


Milwaukee 


73,774 
118,898 


News 
Star-Tele-Record 


News-Leader 62,291 


141,895 


Journal 





BARBOUR WELTING CO. 


BROCKTON. MASS. 
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“YOU MAY 
PARTICIPATE 
IN THE DIVIDENDS 


which are paid by long wear and fine appearance. 


Cordo-Hyde ‘laces complement fine shoes. They improve all 
shoes by removing the annoyance of broken and frayed laces. 


They provide an additional sales argument of inestimable impor- 
tance—for every man will be influenced in favor of the “‘long- 
lived” lace. In addition to the wearing merit of Cordo-Hydes 
there is the fine appearance of this lace which looks like leather 
but has all the pliability of fabric. It ties easily and stays tied. 


So the dividends which are being paid to dealers who specify 
Cordo-Hydes are twofold—easier sales and satisfied customers. 


Your manufacturer will gladly use 


Cordo-Hyde laces if you ask him to. 


O. A. MILLER TREEING MACHINE CO. 


SHOE TREE DIVISION 
BROCKTON, MASS. 
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«Make Your Wood Heels Stay On/ 


TREET car tracks and other uneven surfaces are disastrous 
S to wood heels. The holding power of ordinary attaching 
nails is inadequate to withstand the quick wrench given the 
heel after it has been caught in the vice-like grip of a car 
track. Consequently, the heel is either loosened or lost. 


The number of wood heels lost in this manner is surprisingly 
large and should demand the attention of every shoe retailer 
and manufacturer. The greater holding power of ALPHA 
Woop Heer Screws practically eliminates the embarrass- 
ment and danger caused by a lost wood heel. 


Specify them in all your shoes. 


ALPHA 
Wood Heel 
Screws La 


Farsighted retailers forestallvain 
regrets by insisting on the use of 
Arua Woop Hee Screws dy the 
manufaturer. An important little 
detail that will safeguard your 
customer and help create goodwill 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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C-H-ALDEN COMPANY . 
Designers aid 1 Makers of Mens Fine Shoes 
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A YOUNG MAN’S CUSTOM OXFORD 
“MORLEE” LAST 


me Boston Office: [OHigh Street 
lactory and Executive Offices 


| | ABINGTON, MASS. 
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STABILIZED CRUDE JRUBBER [PRICES 
NOW ASSURE 
THE CONTINUATION OF THE 
PRESENT LOW PRICES OF 


RAJAH SOLES 


THE RUSH OF ORDERS AT 
THIS TIME, THE BEGINNING 
OF THE 1927 SEASON 
CONFIRMS THE 
WORTH OF THE 
ORIGINAL 
CREPE 
SOLE 


ALFRED HALE RUBBER CO. 


ESTABLISHED 1837 ATLANTIC, MASS 


LAING, HARRAR & CHAMBERLIN PHILADELPHIA, PA. 


DISTRIBUTORS TO THE FINDINGS TRADE 
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fa REAL WORK OF ART ~ 


Tue new dignified #3 SQUARE FAST COLOR EYELET, of DIAMOND 
BRAND quality, is one of the prettiest eyelets that has ever been 
manufactured. 

This stylish eyelet can be supplied in black and all standard colors. 
We recommend it to your careful consideration, knowing full 
well that you will adopt it. 

This attractive eyelet has our usual guarantee for quality, service 
and distinétiveness. Tone up your Summerweight shoes with this 
neat eyelet. 


UNITED FAST COLOR EYELET COMPANY 


205 LINCOLN STREET, BOSTON, MASS. 
Manufatturers of 


DIAMOND BRAND Vuible FAST COLOR EYELETS 
¢ Gnidia aa Mark ae a J 


oe 


7 Wea y 
oe 








"Diamond Brand V sible Fast Color Eyelets 
the smooth Siyle lines of the upper 
and promote easy lacing. — retain 
their original nish indefinitely and 
aGually outwear the shoe. 


By 
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What Is Selling 


Upper—tThis is the Pierotte pattern of the D. 
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J. Burke Shoe Store, Rochester, N. Y. 
satin. 


Mr. Burke wires that it has been a good seller in patent, velvet and 


Lower left—Napier’s Bootery, Omaha, Nebraska, says that this Daytona model has been 
the best selling number for smart tailored wear in mat calf, patent leather and Hampstead 
brown kid harmonizing trims of lizard calf. ° 


Lower right——This patent leather oxford has sold very well in the shoe department of 
the Lindner Company in Cleveland. 
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WHERE TO BUY 
Men’s Shoes 
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Covering the Entire Country in a Telegraphic Style 
Survey, Giving Positive Information 


E. HOWARD, buyer for the shoe 
@ department of the Z. L. White 
Co., Columbus, Ohio, finds black 
patent still a leader in his depart- 
ment with satin now running a 
close second. One of the newest 
and loveliest models is a French 
reproduction in black satin with 
wide inverted scallop strap. It was 
copied from one of the slippers 
worn home from Paris this fall by 
one of the women style specialists 
of the Butler factory in Cincinnati 
from which this department secures 
most of its stock. The holidays 
brought a good business in silver 
evening slippers. 


D. WILLIAMS of Dolly Dean 
H. Shoes, 209 Fifth Avenue, 
Pittsburgh, Pa., says ‘“Velvets are 
poor, but on the other hand patents 
are having a big demand. Tan calf 
and tans generally, are predominat- 
ing, while the collegiate type welt 
oxford is enjoying great favor with 
young women. We are doing a 
very pleasing business on arch sup- 
port shoes.” 


LLEN MEADORS of John A. 
Meadors’ Sons, Nashville, 
Tenn., one of the oldest and best- 
known shoe houses of the city, says: 


“We are having lots of calls even 
now for the light colored kids in 
women’s shoes and the parchment 
shades. The light colored kid shoe 
certainly is due to be popular here 
in the very early spring and during 
the winter, from the number of re- 
quests we are having for them.” 
Meadors’ has given over the front 
counters in its store to a display of 
evening slippers, buckles and silk 
hose. 


EAL JOHNSON, manager of 

the Nisley store, Knoxville, 
finds that tan shoes in 2, 3 and 4- 
eyelet ties are the best sellers for 
the season. Black patent leather 
has been going splendidly and has 
far exceeded the novelty shoe in 
popularity. A plain satin d’Orsay 
pump proves a standing favorite 
this season. One of the best days 
in November showed a sale of 236 
pairs of shoes and tan led through 
the day. 


T. PAUL merchants report that 
patent leathers, satins and, of 
course, the silver and gold party 
slippers, were the best sellers for 
the women during the pre-Christ- 
mas period. Men are buying fewer 
high shoes than ever. The oxford 


HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES and RUBBERS 
Every Wednesday and Friday 


Pb. 
Oss O 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. W. COOK, President 
N. Y., U. S A. 
MEN'S FINE SHOES EXCLUSIVELY 























Stacy Adams Co. 
Manufacturers ef 



























WHERE TO BUY 


Men’s Shoes 





(= <sege HAND TAILORED ' 
Bee Fres HAND LASTED 


Bion F-Revno.ps Cou 


BROCKTON, MASS. 











STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“T Got Be Stetson 
> to 


THE STETSON SHGE CO., Inc. 








South Weymouth, Mass. 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 








Boston Office, 183 Essex Street 
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WHERE TO BUY 
Standard Shoe Materials 
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CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mass. 


Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 


est Virginia 


the shoe to hold its shape. 
Pulp Product Department 
est Virginia Pulp & Paper Company 
Detroit New York Chicago 
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Upper—A happy combination of silver and gold brocade with gold strap and heel, which 
sold for $20 in the Thayer McNeil store, Boston. 


Lower left—A shoe from J. & J. Slater, New York City—all. llig 





one-strap 


selling for $28. 


Lower right—The Fifth Avenue Boot Shop of Frank Bros., New York City, has featured 
this patent leather number at $12.50. 
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and the overshoe seem to be a com- 
bination that pleases the customer 
—as well as the dealer who has no 
objection to the double sales. 
Blacks are quite popular with the 
men, though tans cannot be said to 
be slipping. 
HARRIS & CO., one of the 
e@ largest department stores in 
Dallas, Tex., placed its first pastel 
color in women’s shoes on the floor 
recently. The footwear was in the 
nature of step-ins and was priced 
at $14.50. The new style sold read- 
ily. It is probably one of the fan- 
ciest pieces of footwear offered here 
for some time. The demand cre- 
ated for the newest thing, leads 
shoemen to believe that pastel col- 
ors will be the vogue for a time at 
least. The Harris company styles 
were with short toes and spike 
heels. Volk’s most attractive sell- 
ers were patent in various colors 
and sundry trimmings. Black with 
gray patent trimmings, black with 
reptile trimmings, brown ooze with 
cherry patent trimmings, medium 
brown with cherry patent trim- 
mings are among the leaders. 


ASHER BROTHERS of Fort 
Worth, recently featured pat- 
ent step-ins for women. They 


ranged in price from $12 to $16.50 
and proved the best sellers in the 
house. The store said their best 
sellers were rather plain in design, 
carrying only a small silver or other 
buckle, or. showing some dainty 
leather trimmings. The prevailing 
shades were black, cherry and rose 
blush. The vamps are short and 
the heels high. One design in 
light tan showing two small straps 
with silver buttons, priced at $18, 
commanded much attention. The 
store reported this the best seller 
in kids. 


HE FAIR, Fort Worth, one of 

the largest department stores, 
finds that patent pumps and step- 
ins in black, cherry and rose blush 
are best sellers. They are priced at 
$11.50 to $16. The vamps are short 
and the heels high. The women’s 
footwear is plain, but the store re- 
ported a good run on fancy and ex- 
pensive ornaments for shoes sold. 


HE I. Miller Co., 1225 Chestnut 

Street, Philadelphia, is having 
a run on colored kids—light parch- 
ment shades and other colors with 
gray as a favorite just now. A fine 
window display of these shades at- 
tracted much patronage even dur- 
ing the Christmas shopping rush 
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What Is Selling 
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Upper left—The Robert Simpson Co., Toronto, 7 that this Victor model, at $6, “ 
"had a big ri 


Upper right—The “Stadium,” 


for the more conservative dresser, selected from the line 


of the Marott Shoe Shop, Indianapolis. 


Center—Graham & Co., Brooklyn, wires that the “Scotch brogue in men’s shoes is going 
big. It is still our leading seller.” 








when attention of shoppers was 
supposed to. be distracted from 
such necessary things as_ shoes. 
The light pastel shades and con- 
fections in lizard skins are in de- 
mand in Philadelphia going to the 
southern resorts for the winter. A 
new favorite at Millers is the Ferri- 
cauir kid in a variety of colors, 
greens and blues competing in pop- 
ularity with pink and odd shades. 


IHARLES WYMAN, manager of 
the Allen Shoe Store, 10302 
Euclid Avenue, Cleveland, Ohio, 
states that the big call is for strip 
pumps in satin or patent. Buckles 
are often used in connection with 
these and trims are arranged to 
suit the patron’s choice. Many new 
items have been introduced recent- 
ly with a large measure of success. 
A five-eyelet black patent shoe, with 
heel, toe and trim of cherry patent, 
was brought forth and the entire lot 
sold out within three weeks. An- 
other cherry patent pump with 
cherry patent bow and 17/8 spike 
heel, gained much favorable com- 
ment. Mr. Wyman looks for a big 
display of color combinations in the 
spring showing. Novelties will 
probably get the call. 


HE J. & T. Cousins’ store, 1226 

Chestnut Street, Philadelphia, 
announces that patent leather slip- 
pers with one-straps hold their pop- 
ularity wonderfully well, while for 
dances and parties there is an in- 
sistent call for all sorts of colored 
shoes. 


F. ENDERS of Petot’s, 536 

@ Smithfield Street, Pittsburgh, 
Pa., says: “The big buckle pump 
seems to be quite the vogue from 
the demand we are having for 
them. Square toes are also hav- 
ing some demand. We had an un- 
usually good Christmas.” They 
have a cherry patent that is also 
greatly in demand, proving some- 
thing of a “best seller.” 


R. PORTER of the Emerson 

@ Shoe Store, 538 Smithfield 
Street, Pittsburgh, says that the 
call for slippers this Christmas 
was surprising. He was complete- 
ly sold out of slippers two days be- 
fore Christmas, and he had been 
prepared for large sales in that 
quarter, too. He finds that 70 per 
cent of his business is on men’s 
high black shoes. 


H. ELLIOTT, manager of the 

@ Elliott’s Juvenile Shoe store, 
10536 Euclid Avenue, Cleveland, 
Ohio, catering to children as well 
as to growing boys and girls, re- 
ports that sport styles are going 
strong. Black patent leads in the 
dress line while tan oxford combi- 
nations are selling well for street 
and semi-dress wear. Mr. Elliott 
says that, in retailing to the grow- 
ing girl of today, he finds there is 
a tendency toward the young ladies’ 
shoe with higher heel and more dis- 
tinctive lines. A two tone calf and 
alligator pump of stunning design, 
is being shown at Elliott’s. The 
body is of calf with alligator inlay. 


83 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





Novelty Slipper Co. 


Makers of 
Beadoir Slippers ef the 
Better Kind 
1213-131 West 19th Stress 
New York City 








Pullman Slipper ——~ 
RED BLACK TAN 


The Quality 
Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC” 
41-45 Washin 

New Yo re Office Room” 1116, ote Beay 

HIGH GRADE TURN MULES and D’ORSAYS 

Satins, Kids, Brocades and Fancy Patterns. 


T $24.00 per doz. and Up. 
ae O* the Re ct 
m \ vos ame Be 








tum; rubber heel; 
rights and lefts: 3 to 8. 
WM. SUMNER SMITH 
325 Menree Street 











WHERE TO BUY 


Miscellaneous 


4 


ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 
Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 














America’s Favorite 
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WHERE TO BUY 
Ballet Slippers 


omer 





In Stock Black Bal- 
let Slippers 
Ladies’ 1.25 pr. 
Misses’ $1.20 pr. 
Childs’ 1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane it., 


New York, N. Y. 











LYONS AND COMPANY 
Hand Tarn BALLETS 
Wo's. Miss’. Ohd’s. 
$1.60 $1.45 $1.40 
Also Hard Toes 


IN STOCK 
Send for Samples 


BOOT 





128 Duane St. 
New York, N. Y. 
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What Is Selling — 
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Upper right——The Summit Shoe Co., Trenton, N. J., wires that this “‘Frat” model went 
over big in black. Black lead tan by five to one, is the report. A $5.85 seller. 


Lower left—Another Scotch grain model, higher priced at $9, which sold well in black 
and tan, in the Zimmerman store, Philadelphia. 


Lower right—A heavily pinked and perf 


lorated oxford for younger men featured by 


Britton’s, Mobile, Alabama. 








BALLET SLIPPERS—IN STOCK 
the unu kind 

8102 Bik. Glazed Kid, Seft Tee 

Child’s 6 to 1i—$1.35 

Misses’ 11'/2 te 2— He 


SCHWARTZ < eee Ine. 
allet Manufacture 





a. in B 
241 11th Street - Philadelphia, Pa. 








WHERE TO BUY 


Shoe Ornaments 
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WHERE TO BUY 


Store Fixtures 


ee 


GOODWINDOWS 


A calf shoe with rose calf inlay and 
“kilty” effect tongue, has been at- 
tracting attention. These new 
items are well displayed in small 
interior show cases. Mr. Elliott 
predicts lighter kids and novelties 
in the juvenile shoes for spring. 
He believes there will be very lit- 
tle white this year. Reptile leather 
trims are expected to go very well. 


ENVER merchants report that 

black is commanding a very 
ready sale right now both in pat- 
ents, satins and suédes. Some 
stores report black satins leading. 
The winter months have seen black 
very popular here, but it is pre- 
dicted that colors will forge ahead 
with the arrival of spring. 


R. STANSELL of Pollock’s, 

¢ Inc., Greenville, S. C., com- 
ments: “We find that patent 
leathers are still leading in sales by 
a large majority, styles varying 
from plain pumps to four and five- 
eyelet oxfords. In early spring a 
tendency to very light shades will 
undoubtedly assert itself. As light 
a shade as pastel parchment will, 
we think, be very good, continuing 
through midsummer. There have 
been two seasons of black shoes in 
plain styles and the public should 
be fed up on this type. Wearers 
are always wanting something dif- 
ferent, and it is becoming in- 


creasingly hard to satisfy this de- 
mand in the comparatively narrow 
range afforded by blacks. Medium 
browns, which have enjoyed fairly 
good selling for the last sixty days, 
are now slowing up. Heels are run- 
ning from 14/8 box to 18/8 spike.” 


RANK A. REYNOLDS, manager 

of the Stone Shoe Store, Cleve- 
land, Ohio, says that fancy dyed 
shoes have been selling very well. 
Black patents are going fast and 
satin operas with buckle effect are 
moving now. Many novelty combi- 
nations have been successfully in- 
troduced during the past month. A 
brown suéde vamp with brown kid 
quarter, small strap, novelty buckle 
and gypsy effect, was _ recently 
brought out and has met with ap- 
proval from a large clientele. A 
black suéde vamp with patent quar- 
ter, small strap, novelty buckle and 
gypsy effect, has been introduced 
within the past two weeks. A large 
call has resulted. A black patent 
with cherry patent inlay and two 
eyelet tie has been going very well. 
Mr. Reynolds states that there 
have been many inquiries concern- 
ing the spring color display. 


HE Vanity Boot Shop, 214 
North Twentieth Street, Birm- 
ingham, Ala., is “pushing pumps 
just now so that the flappers will 
not become tired of ties,” said J. B. 
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What Is Selling 





















Upper left—The “Cleopatra” model, among others of the tailored type, has sold well in 


black dull kid with black suede trim, in the line of the Pierce Shoe Co., Washington, D. C. 


Upper right—A sensible three-strap, with style features, sold by Alien’s Boot Shop, 
Trenton, N. J 


Lower center—This Serpentine strap model is reported to be a good seller in the 


line of the Walk-Over Store, Pittsburgh. 


Ties and oxford effects are leading. 











Toronto, store manager. “Ties have 
been very popular this fall and we 
expect to do a big business with 
them this spring and summer, so 
we felt that it was advisable to give 
our customers a brief rest from 
them by encouraging the buying of 
pumps. Black satin for the street 
and the silver kids, paisleys and 
dyed kids and paisleys are the best 
sellers for evening wear. We. did 
a tremendous business this Christ- 
mas holiday season in dyed slip- 
pers. We make this a specialty. 
We dye the slippers any color to 
match the gown to be worn with 
them, either solid colors or combi- 
nations. For instance we dyed 
some red with yellow heels. Others 


' were dyed in variegated colors and 


may be worn with any color gown. 
Spike heels, 20/8, are selling very 
well just now. In ordering our 
spring stock, however, we have or- 
dered two-third cuban heels to one- 
third spikes.” 
G. GILBERT & CO. of Fort 
Worth, Texas, finds colored 
patents with patent or reptile trim- 
mings, short toes and spike heels 
are the best sellers. Business 
women are buying patents and 
kids in oxfords with medium heels. 
Few high-top shoes are being sold. 
Monnings, one of the leading de- 
partment stores in the city, find 
cherry and wine patents colored 
kids and colored suédes are the best 
sellers. The toes are shorter and 
the heels higher. Reptile and 


leather trimmings are favored by 
the women. 


SLESINGER & SON, one of the 
® exclusive Charles Street 
stores in Baltimore, is featuring 
genuine alligator in an attractive 
range of styles in addition to other 
types of shoes with reptilian trim- 
mings. One-strap slippers and 
opera pumps in alligator or with 
alligator trimmings are meeting 
with the approval of the patrons of 
this store. 


HICAGO merchants were unani- 
mous in expressing their opin- 
ion that the Christmas season just 
passed was one of the best in their 
history. Hosiery, particularly, was 
a large item and darker shades 
seemed to be the most popular, espe- 
cially the gunmetal chiffon with 
black silk heels. Darker shades of 
hose have slowly come to the front 
in the past few weeks and now 
overshadows the call for the lighter 
shades by considerable. There is a 
general narrowing of the style 
range in almost every type of foot- 
wear with the result that styles 
have more similarity of design and 
consequently are less perishable. 
One thing is certain that 
many a merchant swelled his De- 
cember sales volume by pushing the 
hosiery end of the shoe store busi- 
ness which in itself is a point to 
consider not only for holiday trade 
but for the eleven other months of 
the year. 
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WHERE TO. BUY 


Women’s Novelties 


PSS SSS SSS SS NSS 
Rose Blush 


fer the new year. If you 
want a “money making’’ 
Uine—send for samples now. 


i Cohen Shee Co. 
72-82 Linecoin St. 
Boston, M. 





Latest Styles at 
Popular Prices 


in Stock  ~ 
ST.~NEW YORK CITY 














Iowa Shoe Show Plans 
Close to Completion 


Des Moines, IA.—The executives of 
the Iowa Retail Shoe Dealers’ Asso- 
ciation, recently held a meeting here 
with the executives of the Iowa Shoe 
Travelers’ Auxiliary, and perfected 
the plans for their annual convention. 
The big event will be held at the Hotel 
Fort Des Moines, March 15, 16, and 
17, 1927. Carl P. Ortlund, of the Iowa 
Shoe Travelers’ Auxiliary, will be in 
charge of the style show, assisted by 
E. C. Wiltsey of Des Moines, and di- 
rector in the Iowa Retail Shoe Dealers’ 
Association, and by Jack Clark, presi- 
dent of the Iowa Shoe Travelers’ 
Auxiliary. The style show will be held 
on the opening night. Each day a 
noon-time cooperative luncheon will 
take place. Retail shoe merchants will 
meet on the three afternoons of March 
15-17; sample rooms will be closed dur- 
ing the meetings. 

The following were present at the 
joint preliminary “get-together”—W. 
H. Gernes of Ames, Ia., president; Ira 
Welch of Atlantic, Ia., secretary- 
treasurer; E. C. Wiltsey of Des Moines, 
director of the Iowa Shoe Dealers’ As- 
sociation, and Jack Clark, president; 
Conn Quinn, vice-president, and 
Charles Clark, secretary-treasurer of 
the Iowa Shoe Travelers’ Auxiliary. 


Bandits Rob Shoe Store 


MILWAUKEE—Two bandits held up 
the shoe store of William F. Graebel, 
1343 Green Bay Avenue here two days 
before Christmas and secured about 
$350 from the cash register and $33 
from Mr. Graebel and the clerk. Mr 
and Mrs. Graebel and a clerk, John 
Thorn, were waiting on customers 
when the bandits staggered in and 
asked to see a pair of slippers. As 
Mr. Graebel started to wait on them 
one of them drew a revolver while the 
other scooped 7 the money in the cash 
register and then went through the 
pockets of the proprietor and clerk. 
Mrs. Graebel protested as the bandits 
were leaving and one of them pulled 
the trigger. Only a click responded 
and Mr. Graebel rushed after them but 
they escaped in an automobile. 





























BOOT AND SHOE RECORDER January 8, 1927 





The Firestone Footwear Company franchise 
for 1927 will mean more to you than 
ever before. 

Price declines usually create a tendency 
toward a reduction in quality. The 
Firestone policy pledges our company 
to maintain its high standard of quality 
in all its products and to continue mak- 
ing improvements and refinements 
whenever possible. 

The Firestone Footwear Company Fran- 
chise means to you— 
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(2) National and Local advertising that 
will produce results by not only 
creating an interest in, but an actual 
demand for Firestone products. 

(3) A Universal recognition of Fire- 
stone quality. 

(4) Increased profits thru — More 
Turnover and Less Leftover. 

Concentrate on Firestone Rubber Footwear 

during 1927. 


FIRESTONE FOOTWEAR COMPANY 
Chicago HUDSON, MASS. Boston 
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Rubber Boot 
Weather 
Here 


In Earnest 


It Is Not Necessary to 
Reduce Prices on High- 


This photo was recently “snapped” in front of a Boston store and shows 
a well-dressed flapper, who, to make sure of dry feet during a recent 





Grade Goods 


UBBER manufacturers and 
R dealers generally are happy 
these days. There is noth- 
ing that “snaps” up trade more than 
seasonal weather, for it puts every- 
body—from the maker to the con- 
sumer—into an enthusiastic and 
optimistic mood. While all indus- 
triés are susceptible to atmospheric 
fluctuations, the rubber shoe busi- 
ness, perhaps more than all others, 
feels the strongest reaction and, in 
marked contrast to other lines, 
flourishes the best when skies are 
frowning. We have seen rubber 
men anxiously studying charts of 
weather bureau predictions, alert to 
every possible indication of ap- 
proaching storms, consulting records 
of the weather bureau as to what 
has happened in the past, and then 
balancing and rebalancing produc- 
tion and distribution plans accord- 
ingly. When snow and slush come 
at the expected time, there is much 
rejoicing, and the earlier in the win- 
ter these elements present them- 
selves the greater the general 
jubilation. This year  snowfalls 
surely came at the psychological time 
for a good winter’s trade in some sec- 
tions of the country as early as a 
whole month before Christmas, and 
demands for extra foot protection 
from the Mid West, the Northwest 
and the East have been boosting 
sales for both maker and merchant 
and converting “lean” weeks into 
“fat” ones. 


ITH the “weather man” doing 
his best for the sale of more 
rubber boots, overshoes and all the 
other members of the “wet weather 
family,” and with the style trend 


12-inch snowfall, provided her 
tection. 


“tootsies” with ample wet-weather pro- 
“The Hub” folks “waded” during last month in a total precipi- 


tation of 23.7 inches, their heaviest for 43 years 


moving rapidly toward the wearing 
of overshoes and rubber boots for 
the proper protection of silk hosiery 
and dainty shoes, as well as for the 
protection of the health of the indi- 
vidual, it is unnecessary to tell good 
merchandisers not to reduce prices 
on heavy rubbers. When once the 
public understands that a retail shoe 
merchant carries the  best-made 
goods and the. best fitting goods, 
that public, all the time becoming 
more discriminating, will be per- 
fectly willing to pay a dollar or two 
a pair more for these good goods 
and good service. The best stores 
are not at all disturbed by ads of 
brother retail shoe merchants offer- 
ing to sell women’s overshoes at 
$2.90 or $2.70 the pair, for they 
explain that they, too, can sell goods 
at these prices, but that they will 
not be the best grades and will not 
give the best service that the best 
rubbers, priced at logically higher 
figures, will afford. The progres- 
sive merchant plans to make a le- 
gitimate profit on his rubber stock, 
just the same as on his leather shoe 
stock, and finds that it always pays 
him to explain to his customers in 
retail ads, in store windows and 
through a_ well-trained salesforce 
that his store specializes on quality 
rubbers and .good fitting rubbers, 
both important foot protection 
requisites against rough weather. 


N selling overshoes, it is well to 

bear in mind the new colors of 
each season as they pertain to rain- 
coats and dress coats and hats. Talk 
about their “sport linings to match 
the new sport coats,” or you might 
mention that your overshoes in the 


new fawn color will harmonize hap- 
pily with the new greens and golds 
and metals in millinery and gowns, 
or tell ’em that black is always a 
good color for any costume. Adver- 
tise “the lightness” as well as ser- 
viceability of your overshoes. 

And while overshoe selling is at 
its height, do not forget that you 
can have a profitable tennis business 
in 1927 if you will order in time to get 
these shoes into the store by April 
at the latest, so as to be all ready for 
the demands of the schools and for 
other special occasions. 


Rubber Man Rewarded 


London, England.—Pecuniary re- 
ward to Sir Henry Alexander 
Wickham, the aged English planter, 
who brought the Brazilian rubber 
seeds to Kew Gardens, and gave in- 
ception to the present rubber in- 
dustry, is practically complete, af- 
ter eighteen years of effort by 
Quincy Tucker, 126 State Street, 
Boston. As a result of Mr. Tuck- 
er’s efforts, Sir Henry Wickham, 
who. at 60 years faced poverty, re- 
ceived in 1911 $10,000 from the 
Rubber Growers’ Association of 
London, and a gold medal; from the 
Dutch rubber growers, $2,500; ~ 
from the Rubber Association of 
America a semi-annual gift of $250. 
This summer, in response to a let- 
ter to American planters, Edgar 
B. Davis of Brockton, Mass., gave 
$30,000; the Malayan Government 
in October donated $40,000; Tucker 
has sent a final appeal suggesting 
a Dutch Government reward of 
$25,000. 
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In design and in the use of 




















materials, we constantly strive 
to fulfill the desires for beauty 
in footwear, which govern 
the selections of well gowned 


women. 


SHERWOOD SHOE CO. 
Rochester, N. Y. 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 
CHICAGO 
F. J. Le Pine, 1618 Republic Bldg. 
PHILADELPHIA 
W. F. Schoell, 119 So. 4th St. 
OAKLAND, CAL. 
Chas. Kushins, care Roes Bros. 
LOS ANGELES, CAL. 
R. L. Wall, Lankershim Hotel 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 


























OSTEND PUMP 


R-660— Patent leather with in- 
lay and heel cover of parchment 
opalac—also in various colored 
patent leather combinations. Te 
order only. 





D’ORSAY PUMP 


R-G47—Shell gray calf or kid 
with novelty leather trim and 
heel cover. To order only. 
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The Business Barometer 














Business Changes 


BRIDGEPORT, CONN.—Kingston Bros. 
(64 Cannon St.), shoes, succeeded by 
Kingston Shoe Co. 

CHICAGO, ILL.—Edward Kledzinski & 
Son (2145 W. 19th St.), shoes, reported 
left town. 

LAKE ZURICH, ILL.—William G. Hart- 
man, shoes, etc., sold out here; re- 
ported removed to Palatine, IIl. 

East CHicaGo, INp.—Joseph Silver- 
man (4848 Alexander Ave.), shoes, 
etc., removed to 4835 Alexander Ave. 

LYNN, Mass.—D. A. Donovan, Jr., 
Shoe Co., shoe manufacturers, recently 
commenced business here. 

BANGOR, MicH.—Sam Witz, shoes, 
etc., reported sold or closed out busi- 
ness. 

Kansas City, Mo.—Fritz Junior 
Leather Co. (9th and Broadway), job- 
bers and shoes, reported will dissolve 
and the Juniors to go into business at 
this address under style of Junior 
Leather Co. 

BROOKLYN, N. Y.—Philip Kerns (606 
Sutter Ave.), shoes, succeeded by Kerns 
& Sonnenblick. 

Tenser Polk Shoe Co. (not inc.) 
(5602 Ft. Hamilton Parkway), shoes 
and repairing, reported selling or sold 


out. 

Lakstutis & Miechius (197 Grand 
St.), shoes, reported dissolved partner- 
ship; succeeded by S. A. Milchius. 

New York City.—John Wetzel (478 
Ninth Ave.), shoes, removed to Floral 
Park, L. I. 

MARATHON, N. Y.—Swift & Co., 
shoes, etc., succeeded by Chas. W. 
Fesenger Co. 

GoLpssoro, N. C.—W. M. Smith (129 
E. Walnut Street), shoes, etc., reported 
will move to 219 N. John Street. 

READING, Pa—Jacob Yavin (Com- 
munity Shop), shoes, sold out to E. I. 
Bausher. 

PHILADELPHIA, Pa.—Samuel Epstein 
(229 Market Stret), shoes, etc., re- 
moved to 707 W. Avenue, Jenkintown, 
P 


a. 
BaraBoo, Wis.—Schey Shoe Co., 

shoes, reported will sell out to Bray & 

Stewart—negotiations underway. 


Business Reverses 


San Mateo, Cat.—Hugh E. McCann 
(McCann’s Boot Shop), shoes, etc., re- 
ported assigned. 

BRIDGEPORT, CONN. — Bernstein & 
Brown (1358 Main Street), shoes, etc., 
reported offering to compromise at 20 
per cent. 

ORLANDO, Fia. — A. Shimkowitz, 
shoes, etc., reported petitioned into 
bankruptcy. : 

St. PeterspurGc, FLa.—Louis Jose- 
love, shoes, etc., reported petitioned into 
bankruptcy. 

SuLPpHuR SprRINGS, FLa.—Richard H. 
Ashby (and branch) (Tampa, Fla.), 
shoes, etc., reported petitioned into 
bankruptcy. 

Cuicaco, Itu.—Adolph W. Tychsen 
(2108 E. 71st Street), shoes, reported 
petitioned into bankruptcy. 

Mason City, Iowa—Louis Goldman 
(“Globe Clo. Co.”) (“Farmers Store’), 
shoes, etc., reported assigned. 





B. H. Shapiro Shoe Co. (24 S. Wells 
Street), wholesale and retail shoes, re- 
ported offering to compromise at 40 
per cent. 

West Liserty, Ky.—J. O. Keith, 
shoes, etc., reported petitioned into 
bankruptcy. 

Boston, Mass.—Henwood & Nowak, 
Inc. (95 South Stret), leather, reported 
receiver appointed. 

CAMBRIDGE, Mass. — Irving’s Shoe 
Shop (Maurice Bloom, Prop.) (3 Cen- 
tral Square), shoes, reported assigned; 
reported offering to compromise at 35 
per cent. 


1926 a Good Year 


Industry — starts 19274 
with factories fairly ac- 
tive, with retail distribu- 
tion of merchandise in 
large volume, with prices 
of basic raw materials 
having registered a de- 
cline for about 18 months, 
with loans of commercial 
banks at nearly the larg- 
est amount on record, and 
with money rates quite 
firm. Business activity at 
the beginning of the New 
Year was at a lower level 
than a year ago, but the 
current rate of activity is 
somewhat higher than the 
average of the past five 
years. The important shoe 
cities of the country re- 
ported the largest volume 
of business in 1926 for 
several years. National re- 
tail distribution of mer- 
chandise through depart- 
ment stores was larger 
in 1926 than in any pre- 
vious year for which rec- 


\Lords are available. 





Sieste she 
PEE 











CHELSEA, Mass. — Atlas Jobbing 
House (Albert Patasknik, Prop.) (144 
Broadway), wholesale and retail shoes, 
dry goods, etc., reported petitioned into 
bankruptcy. 

Simplex Heel Co. (Gilbert F. Quinn, 
Prop.) (617 Broadway), heel manufac- 
turers, reported petitioned into bank- 
ruptcy. 

ASTHAMPTON, Mass.—A. L. (Mrs.) 
Marciniak, shoes, reported petitioned 
into bankruptcy. 

LAWRENCE, Mass.—Zaremba & Lud- 
win Pikor (Lawrence Bargain Shoe 
House), shoes, reported petitioned into 
bankruptcy. 

LYNN, Mass.—James W. Hitchings 
Co., shoe manufacturers, reported pe- 
titioned into bankruptcy. 

MarLBoro, Mass.—King’s Specialty 
Shoe Shop (William A. King, Prop.), 
shoes, reported assigned. 

REVERE, Mass.—Sam Sacks (163 
Shirley Avenue), shoes, reported as- 
signed. 

DEARBORN, MicH.—Damon E. Frut- 
chey. shoes, etc., reported petitioned 
into peony 

Detroit, Mico.—W. R. Arnett & Son 
(9808 Jos. Campau Avenue), shoes, 
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reported involuntary bankruptcy peti- 
tion to be withdrawn—reported has 
executed a trust mortgage. 

JACKSON, Miss. — Merchants Dry 
Goods Co., shoes, etc., reported offering 
to compromise at 20 per cent. 

KIRKSVILLE, Mo.—Vanskite & Howell 
(The Style Shop), shoes, etc., reported 
petitioned into bankruptcy. 

MANCHESTER, N. H.—Genstil Shoe 
Co., manufacturers of women’s shoes, 
reported offering to compromise at 60 
per cent cash. 

Rep BANK, N. J.—Samuel Hoffman 
(146 Monmouth Street), shoes, etc., re- 
ported petitioned into bankruptcy. 

BRooKLYN, N. Y.—William Cohen 
(335 Knickerbocker Avenue), shoes, re- 
ported petitioned into bankruptcy. 

Feature Shoe Manufacturers, Inc. 
(7 St. Nicholas Avenue), shoe manu- 
facturers, reported petitioned into bank- 
ruptcy. Reported receiver appointed. 

BuFFALO, N. Y.—Irving M. Rosen- 
thal (Genesee Street), shoes, etc., re- 
ported assigned. 

POUGHKEEPSIE, N. Y. — Richmond 
Boro Shoe Mfg. Co., shoe manufac- 
turers, reported receiver appointed. 

VALLEY STREAM, N. Y.—Frederic C. 
Westenberger, shoes, reported receiver 
appointed. 

New York City—Reliable Slipper 
Mfg. Co., Inc.(174 E. Houston Avenue), 
manufacturers of slippers, reported re- 
ceiver applied for. 

WAYNESVILLE, N. C.—Ellison’s Nov- 
elty Shop, shoes, reported meeting of 
creditors was scheduled for Jan. 3, last. 

AKRON, OHI0—David Goldberg (Star 
Shoe Store) (220 S. Main Street), 
shoes, reported petitioned into bank- 
ruptcy. 

Abraham Silver (199 S. Main 
Street), shoes, etc., reported petitioned 
into bankruptcy. 

ASHTABULA HarsBor, OHIO—A. G. 
Cohen, shoes, etc., reported petitioned 
into bankruptcy. 

CANTON, OHIO—H. A. Benson (“Ben- 
son Shoe Parlor”), shoes, reported pe- 
titioned into bankruptcy. 

Haak & Benson, shoes, reported pe- 
titioned into bankruptcy. 

CLEVELAND, OH1I0—D. L. Wertheimer 
(W. 25th Street), shoes, reported pe- 
titioned into bankruptcy. 

E.yria, OH10—Gust J. Sharon, shoes, 
reported petitioned into bankruptcy. 

ToLepDo, OHI0o—Louis Levin (507 
Summit Street), shoes, etc., reported 
petitioned into bankruptcy — reported 
receiver appointed. 

Tutsa, OKLA.—Rite Style Bootery 
(301 Main Street), shoes, reported pe- 
titioned into bankruptcy. 

SAPULPA, OKLA.—Kramers Merc. Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

GREENSBURG, Pa.—L. B. Jacobson, 
shoes, etc., reported petitioned into 
bankruptcy. 

LYKENS, Pa.—Herman Deitch, shoes, 
reported petitioned into bankruptcy. 

MIDLAND, Pa.—Herman Morris (506 
Midland Street), shoes, etc., reported pe- 
titioned into bankruptcy. 

PHILADELPHIA, Pa.—Reiser & Paster 
(Dunbar Boot Shop) (1648 South 
Street), shoes, reported receiver ap- 
pointed. 

HAZLETON, 
shoes, etc., 


Slupsky, 
into 


Pa. — Louis 
reported petitioned 


bankruptcy. 

AIKEN, S. C. — Schroeder’s Shoe 
Store. shoes, etc., reported closed by 
sheriff or execution. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
be received at the Boot and Shoe Recorder, 207 —_. Street, Boston, Mass., 
advecticoments be 


on Monday of the week of publication in order that 
Otherwise insertion will be put over to the following week’s issue. 


ALL OTHERS 
7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 





When sdverticers desire answers to come in 

twelve words must be allowed for address. 

Re vertisers desire replies forwarded direct to their address, 
4c per word. Minimum Charge 75c. each word of their address must be counted in 


published same week. 














SALESMEN WANTED SALESMEN WANTED 








SHOE SALESMAN WITH RECORD 


ge “tad known manufacturer of men’s shoes has several established territories open 
8 
To men of ability, this is a rare opportunity. Only salesmen with established trade and first- 
Write " 1 ‘apply be held i 

us freely, eld str ae confidential. Address C-546, 
Recorder, 207 South St., Boston, Mass. 1 “oe a 








We are now considering applicants for 
the following territories: 


Texas Washington and Oregon 

Michigan North Dakota and S. Dakota 

Minnesota West Virginia 

Indiana Louisiana and Arkansas 
South Carolina 


If you have a succéssful vecord. as a shoe salesman, and are interested in 
making a permanent connection with one of the fastest growing organizations 
in the shoe industry, it will be worth your while to get in touch with us. 
Non-Conflicting Side Line permitted. 

Only applications giving complete facts and references given consideration. 
All information held strictly confidential. 


Our line will be ready about January 15th. 


BOB SMART SHOE CO. Milwaukee, Wis. 











New York’s Children’s Shoe 
i Headquarte 
An Opportunity to Sell has opening for ralemen in —* of the fol- 


Real Style McKays New York ‘ City, | Westchester County and lower 


territory. 
Western Maryland, West Virginia and Vir- 


ginia. 
To Retail at $5 and $6 North Carolina, South Carolina and Georgia. 
Michigan and Ohio. 
One man for the Coast Tdne consists of over 200 styles of infants’ 
One man for the Southwest and children’s turns, stitchdowns and welts 
One man for the Rocky Mountain Dis- carried in stock. 
trict The newest styles, dependable quality at com- 
petitively right prices. 
One man for Chicago and east of Our instock service helps your volume as all 
Chicago orders are filled promptly. 
a “ gee S. salesmen with established 
lv: N rade, travelling au 
oe for Pennsylvania and New Gaon’ comesiadion thee 
Spring samples now ready. 
Write or wire Box C-575, c/o Boot & Give fullest particulars in first letter. 
Shoe Recorder. H. MALKIN’S SONS 
150 Duaze Street, New York 














Selli yg hme i 

W ng re to cerry a ne con- 
Salesmen anted sisting of 12 snappy numbers of men’s, boys’, 
For all territories to carey as a side “g # and little gents’ oxfords, ranging 
or regular line Rh t - 

and New original novelties making a big Little “Gents 2. ps4 

hit. Weapees coeate basis. m.. oe 

success assured. cations coniiden- Straight cuguienes basis 6 per cent. 

tial. Give references. Address ; Send full __ information regarding yourself in 
c/o Boot & Shoe Recorder, 20 first lette Address C-584, care Boot and 
South St., Boston, Mass. Recorder, 207 South St., . M 




















SALESMEN WANTED 





SLIPPERS 


“Kozy Komfort” Salesmen 


For: Southern, Eastern States, Michi- 
gan, Missouri, Kansas, Philadelphia. 
Real opportunity for Live Wire Shoe 
men—with our most complete slipper 
lines in LEATHERS, SATINS, WOOL- 
SKINS AND SUEDES, carrying real 
PRICHS that produce volume. SIDE 
LINE. Write full details to Kozy 
Komfort Shoe Mfg. Company, 
1701 Richard Street, Milwaukee, 
Wisconsin. 


RESIDENT and road salesmen to carry na- 
tionally known, popular priced line of Turn 
boudoirs (leather soles) and_ soft and hard toe 
ballet slippers. In stock. Choice two to = 
samples. Address C-557, care Boot and ie 
Recorder, 207 South St., Boston, Mass. 





RARE OPPORTUNITY—We are changing 
representatives in the following Sate in 
which we have established trade: New York, 
New Jersey, Virginia, West Virginia, Ten- 
nessee, Ohio, Illinois, Missouri, Minnesota, 
and Western Wisconsin, North and South 
Dakota. Want men to carry our line of 
In-Stock leather house slippers, as side line. 
Must live on territory and cover same close by 
auto. Give full particulars in first letter. No. 
drawing ae ae settlements against 
orders received. ye 4 men now successfully 
—> line. aoe lling commodity in shoe 

Maid Rite wt. (manufacturers), 
3 Y York 4 4 Brooklyn, N 





SALESMEN. WANTED: -Real producers in 
the following territories; Minnesota, New 
York, Pennsy!vania, Michigan, Ohio, Indiana, 
Iowa, Nebraska, M Montana, Kentucky, Texas, 
Arkansas, and ‘Louisiana.’ We are _—_- 
turers of one of the oldest lines | work shoes 

dress oxfords and shoes—a real QUALITY 
line—BIG commissions paid to the right man 
—established territory—only live wires need 
apply. Address C-539, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Il. 





ANTED—Sal with established trade 
to ar us in Sodinne, Kentucky and 
Eastern ennessee, Michigan and Colorado. 
Prefer men who reside and have headquarters 
in larger cities in these states. Line consists of 
fast selling women’s novelty McKays, priced at 
$3.50 to $4.50. Liberal commissions and won- 
derful proposition for men of proven ability. 
References must accompany appli jestion other- 
wise will not be considered. STILES, 
INC., 1330 Washington Ave., se an Mo. 








SALESMAN, experienced, ating De whole- 
saler, department stores and in stores 
would like to connect with a good factory mak- 
ing medium priced children’s Goodyear welts, 
Puritan welts or turns. Orders case lots only. 
Territory Greater New York. Best references. 
Commission basis. Address C-559, care Boot 
and Shoe Recorder, 9th floor, 239 W. 39th. 
St., New York, N. Y. 
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SALESMEN WANTED 








SALESMEN WANTED to sell side line all 
leather first ste ao Nye ts Ys and geet 


2/11; all in 
ity shoes; 7% ll oo mn fr. IZE Side 
OMPANY, Rochester, N. Y. 








Salesmen Wanted 


Real live-wire shoe salesmen with 
ing States: . Alabama, Artsona, 
ing es 

California, Colorado, Indiana, New 
Mexico, North and South Dakota, 
West Virginia, Wisconsin, Wyom- 
ing. A complete line of women’s 
medium-priced real hot novelties 
all in stock. References must ac- 
company applications. Liberal com- 
mission, and wonderful o ay 
for right men. Address C-552, 
Boot and Shoe Recorder, 207 Bouth 
St., Boston. Mass. 














RESIDENT salesmen wanted to sell a real hot 
line of women’s low priced novelties on com- 
mission State in first letter territory de- 
sired and references. Aronson Bros. Shoe Co., 
213 Essex St., Boston, Mass. 


MANUFACTURER of women’s fine turn 
shoes is interested in salesman catering to 
the better trade. Complete or side line. ib- 
eral commission. Any territory. Address C-542, 
care Boot and Shoe sorter 239 W. 39th St., 
9th floor, New York, N. Y. 








SALESMAN to cover the State of Texas with 
a full line of children’s stitchdown shoes 
and sandals. Established territory; on a com- 
mission basis. State references and lines car- 
ried. Address C-571, care Boot and Shoe Re- 
corder, 207 South St, Boston, Mass. 


RSET ATIVE with proved followin 
for New York State and New England. 
High type salesman whose record and follow- 
ing in this territory will bear rigid investiga- 
tion. To this man we offer excellent represen- 
tation on nationally known line of children’s 
shoes with proved selling plan. Drawing ac- 
count against commission. Dr. Posner 
Shem Inc., 140 West Broadway, New York, 








SHOE SALESMEN—You can make expenses 

selling FAIRYFOOT Heel Grips to dealers. 
Write for pocket sample and special proposi- 
tion. State territor Foot Remedy Co., 1223 
S. Wabash Ave., icago, Til. 


ARE you interested in line of children’s and 
misses’ turns and stitchdowns? Commission 
basis. Territory Nebraska, Iowa, Illinois and 
Missouri. Address C-578, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


A NATIONALLY known line of men’s, 

women’s and boys’ welts is open for a live 
wire salesman for territory consisting of Vir- 
ginia, North and South~Carolina, Georgia and 
Florida. Experienced men only need apply, 
who are thoroughly familiar with the territory 
and can finance themselves. Straight commis- 
sion, no drawing account. Address reply C-579, 
care ~_ and Shoe Recorder, 207 as ls St., 

m, (Mass. 


SALESMAN WANTED—Experienced | sales- 
man, preferably one with established trade 
in Montana, Washington, Oregon, and Idaho; 
also an experienced salesman for Illinois. Com- 
mission basis. Wonderful opportunity for an 
industrious salesman capable of adding to an 
established trade. References must accompany 
ene Address NUNN BUS & 
LDON SHOE CO., Milwaukee, Wis. 


SALESMEN WANTED —To sell as side line 

our infants’ soft soles and intermediate 

“Self Starters.” Hawkes shoes can make you 

some real money if you can devote a small 

portion of your time to a side line. Ten per 

cent commission. Good variety cures in stock. 
H. Hawkes & Son, Rochester, N. Y. 


ANTED—Live salesmen to sell our side 

line of soft soles and intermediate “Self 
Starters” in New York State, Indiana, Eastern 
Pennsylvania, Southern and Central Texas. 
“Self Starters” have taken a real place in the 
infants footwear world. If you are a producer, 
get in.on this line of repeaters. Ten per cent 
commission; 60 live numbers in stock. Car- 
penter Shoe Co., Rochester, N. Y. 

















SALESMAN WANTED—Men’s shoes. We 
have the following territory open: Virginia, 
North Carolina, South Carolina, Georgia and 
Florida. We are seeking the services of a high 
class salesman. If you fill this pnb Bony 
please write and give us full details regarding 
——_ Charles A. Eaton Company, Brock- 
ton, Mass. 





ALESMAN FOR OHIO, must be experi- 

enced to sell line of children’s and misses’ 
turns and welts. We have trade in above ter- 
ritory established by the late J. P. Getler years 
ago. Commission only. Re erences required. 
Apply Rohrer & Company, Orwigsburg, 


=i 
LINE WANTED 


SALESMAN with established trade through 

New York State wishes factory line. f- 

erences exchanged. Address C-576, care Boot 

coe Shoe Recorder, 207 South St., Boston, 
ass. 








TOP notcher wants women’s low priced ex- 
treme novelty line, children’s or men’s spe- 
cialty. Must have narrow widths! Immense 
following, Mississippi to Rockies, — to 
Gulf. Address C-572, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, Ill. 








WANTED TO PURCHASE 





POSITION WANTED 








Unusual Chance to Get 
an Able Sales Executive 


A seasoned sales executive, knowing 
the children’s game from every angle, 
is leaving a large western house under 
most creditable circumstances. Is ready 
to do for others what he did for present 
connection. Is a resourceful, peppy 
operator and will put life into the sales 
methods of any organization. Would 
prefer to remain near Chicago, but will 
come east for right opportunity. Address 
0-583, C/o Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ml. 











Sell Us Your Left Over 


New York Export Purcnasinc Conp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








HIGHEST CASH PRICES PAID 
for entire shoe We also buy 
your surplus or slow seliers. uantities 

no object. Retail or whol ie. Short 
term pe 3 taken your hands. 


Confidential sta blished 1890. ea 


MAX GLAUBERG 
We sie Grand Street, New York City 
eo pumhane € lothing, hats, fur- 
ae goods, etc. Dry Dock 0353 








pore WANTED as buyer and manager 
f shoe department. Have road and retail 
experience. Prefer southern or western town. 
A-1 references. Address C-574, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





CHAIN STORE EXECUTIVE, 15 years’ re- 
tail game, 10 years traveling representative 
chain store organization knows this game in 
all its branches, qualified to handle any posi- 
tion. Forceful executive and proven producer, 
seeks connections chain store organization in 
need of man with this experience and ability or 
elsewhere as manager or buyer. Gentile, age 
36, future possibilities more important than 
compensation of the moment. Now employed. 
Address C-577, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 





WANT to make connectiofi with chain shoe 
store or factory operating retail stores as 
Fifteen years’ experience. Also have 
some money to invest. Can furnish any kind 
of reference required. Address C-581, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


buyer. 





CASH PAID 


for entire shoe stocks or — stocks 
of shoes or other merchan Any 
quantity. Prompt attention given. 
KIRSCH-BLACHER CoO.., Inc. 
622-624 Broadway, New Yerk, HK. Y. 








Phone Spring 1443 











MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 
FOR YOU. 


W. E. FOLLIS ADVERTISING Bay 
159 N. STATE STREET HICAGO 











FOR SALE 


LD ESTABLISHED shoe business for sale 
in Toledo, Ohio. doing $45.000 annually. 
Will Sacrifice. Address C-529, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








OR SALE—Valuable lease and fixtures of 
shoe store. Best Main Street location. M. 
a ae & Son, 282 Main Street, Paterson, 





FOR SALE—Exclusive shoe and hosiery busi- 
ness located in the fastest growing city in 
Arizona. Population about 8000. Large terri- 
tory to draw from. Stock and fixtures are 
new and will inventory about $18,000. Good 
lease. Best location in city. For particulars 
address C-582, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





FOR LEASE 


FOR LEASE—Store in 100 per cent location 
in Schenectady, N. Y. To rent from May 
1, 1927. Address C-573, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WINDOW 
DISPLAY Fi A egge: 


SEGALL § SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
SEND CATALOG, 














MERCHANT NEEDS 





7 
Wve ys Ky * PRA AW AON RY nae OR eh 
, XX mh AX) WAXX) 
ax) qt AO ORE Vin Wybeaiacedy YK 
PXXEe Ka a! ase. 0» RRS wee 
IN WOOD ONLY , BUT IN MANY PERIODS, 


Easter WINDOW TRIMS 


ONKEN 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
f your merchandise for 
this occasion. 


— might be a good business move to look 
nto your present equipment and see if a new 
a is not advisable, 


iif 


‘e catalog complete sets for Shoes, Women’s 
Woes, Clothing, Furnishings—ranging in price 
from $25.00 to $85.00 per set, with which 
effective results can be had as illustrated 
yy for immediate shipment and season’s dat- 
ng. 


of interest to the Display Man 
Ask For Speciat Book B-11 




















Money 
Maker 


for the Dealer 


Improved Featherweight 
ICE-CREEPER 


A big seller when icy weather comes. 
0 cents. Made in 3 sizes. No. 1—for 
No. 2—for ladies’ 
fi v_, 


ice $4. 00 | per dozen. it ordered direct frm 
4 twill be sent C.0.D. 


CHURCHILL MFG. CO. 
278 Thorndike Street, 
Lowell, Mass. 


ESTABLISHED 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co. 
ees = 
263-271 LEXINGTON AVE, BRODKLYN, NY 


AMERICA'S GREATEST 
SHOE CARTON & LABEL MFCS 


iy 

" Yd 

SEES THR al ote 
MS. WAS sen’ 
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Shoot, But Don’t 
Hurt the Children 


Uncle Dudley Speaks His Piece 


ye HAT I am 
about to say 
<< will make me the 
target for some 
, criticism, no doubt, 
but I have to say 
things as they 
come into my mind, 
and as they im- 
press me for right 
or wrong. 

I cannot see how we can fit feet 
to shoes unless we have shoes that 
are foot shaped. How can a man put 
a narrow shoe onto a wide foot? 
That would be my conception of fit- 
ting the foot to the shoe. 

Any man who thinks more of sell- 
ing a pair of shoes than he thinks 
of fitting a pair of feet is surely 
laying up trouble for himself. If 
not in this world, then in the next. 

I’d hate to have on my conscience 
some of the crimes that are com- 
mitted in so-called shoe stores. I’d 
hate to face the hereafter with my 
soul as guilty as some of the people 
who deliberately cripple a child’s 
foot just to get a few lousy dollars. 

What a responsibility we shoe men 
have. How are we going to stand 
up to it? Are we going to think 
more of dollars than of humanity? 
As far as I am concerned, I am going 
to the Judgment Day with the idea 
of standing amongst the sheep and 
not with the goats. 

Now, then, fellers, all who do not 
agree with me—“Ready, aim, fire!” 
By Uncle Dudley. 








MERCHANT NEEDS 


Milbradt 








made for 40 years 
by the original in- 
ventors. 


‘Made in all styles 
to suit any shelving 
condition. 


@et our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 Ne. 10th Street 
ST. LOUIS, MO. 








January 8, 1927 








MERCHANT NEEDS 








Large Assortment 
of Genuine 
Alligator and Lizard Skins 
Brocades 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 

















ni 


SOME H-W chairs are in 
4 woh with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


and, Oregon; tha Francisco, Ealif 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 
Ne. 141 


wee vo THE CHICAGO 
end Pricee WIRE CHAIR CO. 
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RECorpe, 
R STOCK RECORD System 


ACCURATE 














EFFICIENT 


Taking the “REC” out of your RECORDS 


Income Taxes Demand Accurate Records 
Your Banker Demands Accurate Statements 
Your Profits Depend on Efficient Buying 


The Recorder Stock Record Book Is Simple and Easy to Keep—Certain 
and Accurate 


$4.50 Complete Mailed to Your Store 


AND YOUR 1927 RECORDS WILL BE COMPLETE AND CORRECT 
MAIL CHECK FOR YOUR COPY TODAY 


WESTERN SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 189 WEST MADISON STREET, CHICAGO, ILL. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; 
for the right purpose, to the right 


BOOT AND SHOE RECORDER 


not only “more” but “right”; sold 
wearer, in the right fitting, for the 


right price, at the right profit. This is the great problem of the retail 


shoe merchants. 
is to help solve it; for this is the 


The chief purpose of Tue Boor anp SHoe Recorper 


basic problem upon which depends 


the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


NEw NUMBER PLATES FOR NEW YEAR 
Charts and Figures That Mean 
Something 


THE VOICE OF THE RECORDER....... 
ON THE HAND OF FASHION......... 


Have MEN A CHANCE TO BE MORE 
STYLEFUL? 


BLENDED STYLE AS NEW MOTIF FOR 
SELLING ....... EE Po eee 


ALL CoLors TO HARMONIZE IN TONES 


HARMONY BETWEEN MERCHANDISE 
MEE. | So Se tacdasedsecs¥ooel 


THE BIG EVENT IN CHICAGO........ 


Eight Pages Covering What Hap- 
pened at the N. S. R. A. Meeting 


TRAVELERS TO MEET IN INDIANAP- 
OLI8 Ut TORT 5 o.60% 03. a 


SHOE MANUFACTURERS TO MEET .... 
Two BosToN SHOWS NEXT WEEK... 


SHOE MERCHANTS’ NEWS ....... pes 
SHOE MARKET NEWS ......... er! 
WHoO’s WHO ON THE ROAD......... 
Wuat Is SELLING? ......... newer 


Quick Live Information on Fast 
Moving Shoes 


OTHER REGULAR FEATURES 


Se Ws MEE a. cakes cow ttibeeaks 27 
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New Styles and Materials...... 33 
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Where Color Counts ........... 36 


Shoes Catch Trimming Colors... 38 


Keith-Bopp’s New Shop ........ 40 
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Tentative Convention Program.. 50 
Shoe Buyers and Wholesalers .. 51 


What’s Doing in the Trade..... 56 
Among the Manufacturers...... 62 
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GETTING MORE 
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BOOTS AND SHOES 
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Next Week 
you will find 
in the 
Boot and Shoe 


Recorder 

























ONVENTIONS, and to 


come. 


past 
More news from the big 
gathering in Chicago, together with 
news of the two gatherings in Chi- 
cago and a foreshadowing of proba- 
ble action at the Washington meet- 
ing where a new regional retailers 
association will be formed. Pictures 
Read what 
your fellow craftsmen are doing. 


aplenty from Chicago. 


ETTING a profit. 
selling and merchandising ideas 


More good 


that will help you carry out your 
New Year’s resolution to make 1927 
a profitable shoe year. 
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The New “Diamond Brand” Line Is Rea: :' 


@ The “Diamond Brand” men—more than two hundred and sixty 
strong—are on their territories, ready to serve you quickly from our 
big floor stocks, ready for quick shipment. 

@ Quality first, and then the price—this is the basis on which we 
offer the new line of distinctive styles smartly fashioned by our de- 
signers, and economically produced in our forty-three big specialty 


_ factories. 


A Splendid Range of Colorful Styles 


Colors predominate more this season than in any previous one. 
Rose Blush, Pastel Parchment, and Shell Gray in straps; light airy 
ties, sport and cutout effects in oxfords are shown in keeping with 
the decrees of fashion. ; 

@ For 1927 “Diamond Brands” are styled and priced for ready 
sales and a quick turn-over; for concentration, and for a profitable 


year. 
Write or Wire for Your ‘sDiamond Brand” Man 


@ = It is to your advantage to see the new “Diamond Brand” line 
quickly—before you buy anything in shoes. 


Seles 











Brand 
: _ See f P 





